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DESKTOP REPLACEMENT 

NOTEBOOKS 

Lab Test: 


They've Got Power 
And Performance — To 


Go! 



[|}**fiobotics" 

The Intelligent Choice in Information Access 

Good to keep in J Touch 




IKflobDtics Sportster'^ 33.6 Faxmodems 

Upgradable to 56 Kbps x2"“ Technology! 

U. S. Robotics x2 Technology lets you download from 
the Internet at up to 56 Kbps-nearly twice as fast as 

V. 34! Uses standard analog phone lines. Supported by 
major online services and Internet Service Providers. 

Buy a Sportster 33.6 now, upgrade to x2 Technology January, 1 997. 
Call 1-800-525-USR1 for more information. U.S. Robotics® 

Modems are the modem brand of choice, so call your Supercom 
Sales Representative now for more information on how 
to “Keep in Touch" by integrating U.S. Robotics® 
modems into Touch Brand Computer Systems. 



^ Touch Systems 

Ready-to-go quality, only from Supercom 

With Touch Systems, the quality comes built right in. 

Quality begins with topnotch components such as 
U.S. Robotics* Modems, and requires effort and 
dedication to integrate that quality into a whole that is 
greater than the sum of its parts. It takes trained 
assembly and quality-control technicians, rigorous, 
dynamic testing procedures, and stringent ISO 9002 quality 
standards that must be met before the system can receive final approval. 




Supercom 

B Super Qualtty Computer Product Distributor 


Vancouver 

Toronto 

Montreal 

Nationwide 


Tel: (604) 276-2677 
Tel: (905) 415-1166 
Tel: (514) 335-1166 
Toll-Free Inquiries 


Fax: (604) 276-0807 
Fax: (905) 415-1177 
Fax: (514) 335-9326 

1-800-949-4567 







Is our business. So is supplying the best seiection 
of mainboard products. The choice is 
ciear...caii EMPAC. 


GIGABYTE 

Pentium and Pentium Pro Mainboards 

.7S-200MH2, W/S12KPB Ca[;ne(SMT). Triton YX di^set w/! 
. 7S.200MHZ <v/512KPB CadiHSMT). THIon HX ctiipsei w/l 
X. 75-20OMH2 w/51 2KPB Caohe(SMT|. Triton VX <2iipset w 
. 150-2(X)UHz.CPU buill-in 2SSX/ai2K 12 Cache, Intel 4401 




Micro-Star Int'l 

Pentium and Pentium Pro Mainboards 



'Shuttle 


d Pentium Pro Mainboards 


At EMPAC we do 
considerabiy more to en- 
sure that you gain a deci- 
sive edge over your com- 
petition. EMPAC offers 
you a superior range of 
technoiogicaily-advanced 
hardware products, from 
entry ievei to the most ad- 
vanced systems, monitors 
CD-ROM/Hard disk drives 
and main boards. 

EMPAC is truiy 
unique because we take 
the time to provide excep- 
tionai personaiized saies 
and customer support, 
very competitive pricing, 
unbeiievable speciais 
(faxed weekiy), custom 
and preconfigured sys- 
tems and a variety of 
hardware products. It all 
adds up to a total solution 
that works to your advan- 
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1-800-TO-EMPAC 


Call your EMPAC sales 
representative for more 
information. 
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Why Not Deal With The Biggest? 

Bu\ing parts the usual wy? Nii-namc brands of no known origin. No assurances of reliability or compatibility. No support. That’s no way 
to build a computer. Much less a business. Steitch to Acer components. Every Acer product meets the loudest quality standards in the 
industry. And inat includes just about e\ery land of component yttur ststem needs. Erom moniton and keyboards to moilierboards, sound 
cards, chassis, and CD-ROMs, AcerOpen has it all! And you'll rest easy knotting every Acer component works together. It’s proven every- 
day. As a matter of fact. Acer built the world’s filth largest PC company around these parts. At Comtronic, we’re ytiur one-stop Acer 
source. Our warehouses are packed to the ceiling ttith Acer quality products. And all at prices that figure to leave yoti plenty of margin. 
Call Comtrtinic, Canada’s latest AcerOpen Distributor, now for quality and qualiti' ihat adds up. 
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Call 1-800-297-5505 Today For An Authorized Comtronic Distributor Near You! 


:^Comtronic 


905-479-8336 

Hamilton 

905-574-3744 


Vancouver 

604-273-7280 

Montreal 

514-731-1223 


Halifax 

902-468-8777 

Ottawa 

613-736-7513 


London 

519-679-2922 

Kingston 

613-634-1880 


uAnOFESITglil&ili 


AcerOPEN 





EDITOR'S DESK 


What does CE stand for? 


Usually big corpora- 
lions like Mierosofi 
have ihcir markeiiag 
messages down pal by 
the time they go public 
with ihe corporate line. 
In I'aci. it’s not uncommon lo hear various 
company representatives use exactly the 
same phrasing, analogies and jokes in scp- 
arale product presentations. 

In that light, something a little unusu- 
al happened during u recent Microsoft 
press conference. At the Comdex/Las 
Vegas iradeshow. a journalist popped up 
and asked what the CE in Windows CE 
actually stood for. 

"Consumer Electronics." responded 
CEO Bill Gates. 

"No — it doesn’t stand for anything," 
corrected Craig Mundic. senior vice-presi- 
dent. consumer plail'orms division for 
Microsoft. "We were kxiking to create 
something people would remember — like 
NT." 

"I thought it stood for Consumer 
Electronics." said Gates, to Mundie. 

Then, he shrugged, laughed, and said 
to the journalLsts. "1 guess we want it to 
stand for Consumer Enthusiasm." 

We Love Our Acronyms 

Those who've been around the industry a 
couple years, will perhaps remember that 
NT itself indeed once stood for something 

— New Technology. lOf course NT’s not 
new anymore — but over the last year or 
so. it's come to be a hot ticket item, partic- 
ularly when it comes lo corporate enviroa- 
mcnis and power users. Maybe these days 
it’s Now Technology, but that’s another 

This industry is used lo acronyms that 
almost no one understands. In fact, wc 
thrive on it. I swear many industry players 
made it point of pride to be able to rhyme 
off PCMCIA without stumbling. Then 
there’s DOS, ASCII. CMOS. RAM. ROM. 
EISA. ISA, SRAM, WYSIWYG, PCI. 
FTP, PPP. TCP/IP, IPX. HTTP, IDE. EDO. 
HTML. SMTP... we could certainly go on! 
CE's Significance 

However, according lo many industry 
watchers; the operating system itself will 
stand for quite a lot. and will play a pivotal 
role in uniting a new computing platform 

— handheld computing. Thai is. of course, 
evidenced hy the slew of handheld PCs (or 
HPCs, according lii Micro.soft's latc.sl 


acronym suggestion, which docs stand for 
something) that are hitting the market- 
place. ( For more on those new system.s. 
please see; "Windows CE .Spawns New 
Breed of Handhelds.” page 18.) 

But if Windows CE makes you think 
— handheld computer — you’re thinking 
too small, at least according lo Microsoft’s 
view of the world. Indeed, that company 
expects its young operating system will 
eventually drive a wide range of devices; 
‘wallet’ PCs. wireless-communication 
devices such as digital information pagers 
and cellular smart phones, next-generation 
entertainment and multimedia consoles 
including DVD players, plus Internet 
access devices such as Internet TVs. digital 
sei-lop boxes and Iniernei ’Web phones.' 
(Of note, that's much the same audience 
that Sun’s Java technology is tuigcling.) 

Meanwhile, as looking to the future is 
always in vogue at this lime of year, we’ve 
done just thtil in the pages of this Issue. 
Check out our Forecast 1997 section, 
(starting on page 28). where reporter Gary 
Davies and columni.sl Alan Zesman exam- 
ine what's coming your way in 1997. And 
for an thorough examination of mother- 
board technology by Toronto Editor Jeff 
Evans, be sure turn to “Special Report: 
The PC Motherboard Market In 1997," 
(page2l). 

Wc also welcome the well-known 
business author and lawyer Douglas Gray 
as our new Business Basics columnist 
(page .52). As tax sea.son approaches, 
resellers should take the time to read 
through his tips and suggestions a.s to how 
you can legitimately keep more ol' your 
hard-earned cash. 

We at Caiiailimi Compuier 
V/hole.wttfr are optimistic about the 
upcoming technologies and the opportuni- 
ties for the industry. We’re working hard at 
providing pertinent coverage of the issues 
that concern the Canadian computing chan- 
nel. Please drop us an E-muil (ccw@tcp.ca) 
and let us know how we're doing. We wel- 
come your comments and suggestions. 
And, what do you think CE stands for? 
Cultivated Excitement? 

Competitively Eager? 

Confidently Enterprising? 

Clever Expansion? 

Have a very happy new year, ttfl 

Grace Casselman 
Editor 
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Just Plug it in! 

With Accton it’s that simple! 

Has your current Ethernet Network got you pulling 
your hair out? Is it too slow? Is it too troublesome to 
upgrade? Aceton's Fast-Ethemet family of products 
has the answer. Accton will give you high performance 
without the hassles! 



Our Products are fully compatible with all existing 
Ethernet networks. Designed for Plug & Play 
installation, upgrading is easy. Accton Fast 
Ethernet. Switches, and Routers give immediate 
performance gains without additional infrastructure 
expenses. 



For more information on our Fast Ethernet Cards, 
Hubs and Routers, call your Canadian Accton 
Distributor today or visit our web-site. 


iGccTon 

Just right for workgroups 


TIC DATACOM CANADA ACCTON CANADA 

Tel: (604)608-0288 Tel: (604) 214-0768 Fax:(604)214-0728 

Fax:(604)608-0286 URL: http://www.accton.com.tw 




NDUSTRY FLASH 


Bay Networks' business unit 
targets the SOHO market 

Riding ihc emerging trend towards truly pervasive 
business networking, Santa Clara, Calif.-based Bay 
Networks has announced the I'ontiation of a new 
husine.ss unit which will oiler eiisiomi/ed network- 
ing solutions for mid- to small-sized business net- 
work users, including the small olTice/home office 
(SOHO) market. 

The new Commercial Business Unit of Buy 
Networks will focus on affordable networking 
solutions for busine.sscs with 50- to l.(MX)- user 
nodes, us well as selling Netgear networking solu- 
tions to small and home olTice customers. 

Bay Network's new division distinguishes 
itself from the Enterprise Business Unit, which 
serves large enterprises, and the Internet/ 
Telecommunicadons Unit, which focuses on cable, 
telecom and Internet service. 

‘‘Rapid, reliable access to information 
through networking has become a critical compet- 
itive weapon for medium and small businesses, 
making this segment a prime growth opportuni- 
ty." according to David House, CEO of Bay 
Networks. The small business networking market 
is cxpeeied by analysts to grow to US$10 billion 
per year by 1 999, and Bay Networks claims: "We 
plan to lead in the commeaiul market space by 
addressing both the short and long-term needs 
with u complete line of products that offer low 
cost, simplicity, reliability and scalability. The 
solutions we offer customers can solve their 
immediate problems and at the same time allow 
for future network growth." 

Specifically, the new division “will deliver 
low cost hubs, switches and routers focuses on 
Internet access and remote access along with easy- 
to-use network management applications," begin- 
ning in the first quarter of 1997. 


PointCast Canada named the best on-line business product 

The 1996 Online Product Award.s, spon.sored by Information Highways magazine, ha.s selected the 
PointCast Canada Network as "Best new Business On-line Produel” for the year. PoimCa.st is a uscr-cu.s- 
tomi/.able information and news service that is available for free over the Internet, and which is aimed at 
corporate computer users. So far, more than 7O.(XI0 Canadians have registered as PointCast users. 

"We evaluated over .11) new Canadian on-line product, according to the following criteria: innovation 
and vision, ease of use. technical quality and conienl. PointCast scored well in all ureas," according to 
Beverley Wallers, chairperson of the judging committee. 

According to Jennifer Siewan, PointCast Canada marketing manager. "The PointCast Canada 
Network offers the most comprehensive, personalized range of information lor Canadians available on the 
Imemei. Il’s an information service for the 199()s and into the 21si century." According to Stewart, more 
than I .(XX) new Canadian subscribers arc signing up to PointCast each day. 

The PointCast Canada Network provides a continually updated news feed on a host of subject 
areas, from slock market quotes to the Clohc tiiiil Mail, which users can tailor to their own profile of 
interests. When the user's PC is actively operating another application, PointCast is limited to a nar- 
row banner streaming from right to left acnr.ss the bottom of the computer monitor. During periods 
of inactivity. PointCast goes into an ‘info wallpaper' screen-saver mode, covering the entire screen 
display with an ever-changing, full screen display of news and advertising. 

PointCast can be downloaded from the Inlcmel and subscribed to for free via its Web site. 
hltp://www.pointtasl.cii. 



Sympatico becomes Canada's 
largest Internet provider 

The .Sympatico Iniemel acc-ess service, which was 
launched by Bell in the fall of 1995. has become 
Canada's largc.si Inlcmel Service Provider ( ISP) in 
only 12 months, according to Sympatico represen- 
tatives. 

In an announcement made at the Toronto 
offices of Mcdial-inx. the on-line design and com- 
munications firm that has handled the creation and 
management of the Sympatico Web site. 
Sympatico representatives announced that more 
than 140,000 Canadian households are eurrenily 
subscribing to the service. More than 85 per cent 
of Canada's population now- has local access to the 
Sympatico service, and Sympatico hopes to have 
over 250,(K)0 subscribers by the end of 1997. 
according to Sympatico. 

Bell has heavily promoted the Sympatico ser- 
vice with a vigorous advertising and marketing 
campaign, including a $.19.95 book (hat incorpo- 
rates Sympatico sign-up and software, and a glossy 
Sympatico subscriber's magazine. The Sympatico 
.service is regarded by Bell as a key strategic direc- 
tion. allowing the phone company to gain a piece 
of Ihc rapidly growing Internet subscriber base in 
Canada. Tliough not yet profitable. Sympatico is 
expected to further enhance its appeal and its rev- 
enue by offering new services such as high-speed 
ISDN access, and on-line electronic commerce 
options. 
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1-80G-297-5505 


(90S) 940- 


Intage Control 

(416] 694-7509 
ImiiaqTechnDfog 

(6041261-1BOD 


Lapro Ml 

(6041 244-7799 
linkup Tedunlogi 

1-898-218-4968 


Really Computer InL 

(6041 270-7618 

SeanttaTaclinoloaiesInc. E-bT 

1-800-788-2878 


Simple Tachnology lui 

1-800-5B5-7157 


hralS9-45 


IB04I 279-9963 
1-800-881-228B 
Vuiacluc. 


While Knight Distributing 

1-B0D-B6B-618B 

1-800-852-5039 
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With such features as a large 1 1.3" SVGA or I2.r' XGH 
Active Matrix LCD screen, Infrared port for wireless com- 
munications, Pentium CPU, 6x CD-ROM drive. Glide Pad 
Finger Mouse, and brilliant multimedia stereo sound sys- 
tem, Sharp Electronics is writing the next chapter in note- 
book computing. 

Introducing the Sharp PC-9030 and the PC-9080 state-of- 
tlie-art. high-performance, notebooks— multimedia solu- 
tions your customers can take on tiie road! 

Available at: 

Pro-Data Inc. 

6-854 Marion Street 
Winnipeg, MB. R2J 0K4 
Tel: (204) 231-0590 
Fax: (204) 231- 0480 


Designed and manufactured by Shar|>— that means 
proven reliability iweked by national service support net- 
works. incentives and our experience that onl)’ the leader 
in mobile tecimologies can provide, we not only give 
your customers liigh performance notebooks, but give 
you the tools to make profitable sales and post sales sup- 
port like the Sharp Rapid Exchange Program. 

We're looking for resellers to be part of the Sharp Team. 
Commited to providing value, high performance, power 
and technologies virtually unmatched by the competition. 


Pro-Data Inc. 
3424-25th Street 
Calgary. AB. T1Y6C1 
Tel: (403) 250-8881 
Fax: (403) 250-7706 



FROM SHARP MINDS 
COME SHARP PRODUCTS'* 


PraDala 



NDUSTRY FLASH 


Lava Systems signs resellers to Business Partner Program 

Mississauga, Om. -based Lava Sy.stems Inc. has signed three Canadian member.s to its Business 
Partner Program. 

According to Lava — Galahad Information Systems Inc.. Fleximation Systems Inc. and 
Tri-Sys Business Solutions Inc. will offer Lava’s integrated document management, imaging 
and workflow software to their customers, in sectors including manufacturing, financial ser- 
vices and distribution. 

Lava Systems' Business Partner Program was announced last July and gives resellers four 
levels of participation — ranging from generating initial sales referrals; to complete responsibil- 
ity for product sales and services, including demos, installations, support and licensee training. 

Partners receive a scaled discount on Lava software based on their participation level, and 
gain access to co-op funds for marketing and promotions. 


Industries reach final digital 
TV standards agreement 

(NB) — Next stop, the Federal 
Communications Commission (FCC). 

Ute FCC is the only hurdle left before 
consumers can receive digital terrestrial televi- 
sion broadcasting, after represeniatives from 
the broadcast, computer and consumer elec- 
tronics industries recently reached final agree- 
ment to press the FCC to adopt a digital televi- 
sion standard. 

In a letter sent to FCC Commissioner 
Susan Ness, FCC Chairman Reed Hundt, and 
fellow Commissioners James H. Quello and 
Rachelle B. Chong, the groups urged the FCC 
to adopt, with one exception, the Advanced 
Television Systems Committee's (ATSC) 
Digital Television Standard (DTV) for digital 
terrestrial television broadcasting. The excep- 
tion involves the video formats in the ATSC 
standard. 

The letter was signed by: Michael J. 
Sherlock, of NBC, and chairman of the 
Broadcasters Caucus; Gary J. Shapiro, presi- 
dent of the Consumer Electronics 
Manufacturers Association (CEMA); and Paul 
E. Misener, of Intel Corp., representing the 
Computer Industry Coalition on Advanced 
TOevision. 

The letter urged the FCC to adopt the 
voluntary ATSC DTV standard agreed to by 
the industry groups. It also slated that the 
FCC standard “should include language clar- 


ifying that data broadcasting is a permitted 
use under the standard.” 

The group defines data broadcasting as 
the “transmission of any type of data other 
than real-time video and audio programming.” 

Joseph P. Clayton, executive vice-presi- 
dent of Indianapolis-based Thomson Consumer 
Electronics, said; “It's lime for the FCC to 
adopt the digital HDTV standard so that the 
television industry can enter the 2Isi century.” 

FCC approval of a new broadcast trans- 
mission standard, Clayton said, “will unleash 
a new wave of investment ond job creation.” 

According to a study released earlier 
this month by the Harris Corp., a majority of 
the nation’s broadcasters plan to convert to 
digital TV within five years after the FCC 
accepts the standard, with some converting 
within just two years. 


Kingston Technology 
gives workers USS75,000- 
USS300,000 bonuses 

(NB) — 'Tis the season to be jolly for 
Kingston Technology's 530 employees who 
will receive Christmas bonuses averaging 
US$75,000. and as high as US$300,000, fol- 
lowing a record breaking year for the compa- 
ny, 80 per cent of which was purchased in 
August by Softbank Corp. 

A very generous John Tu and David 
Sun. founders of the company, have decided 
to share the wealth of a record-breaking year 
by distributing US$100 million among the 
firm's 530 employees. Kingston Technology 
makes memory, processor, networking, 
graphics, and storage upgrades for PCs, lap- 
tops. laser printers and workstations. 

“It’s a real family culture," says Hilary 
Slreichenberger. The public relations and spe- 
cial projects coordinator for Kingston said that 
Sun and Tu set aside money from the sale of 
the company to give buck to the employees. 
The largest any one employee will gel is 
US$300,000, she said. The amount each per- 
son gets will be based on three factors: the 
length of time they have been with the compa- 
ny, their position, and their job performance. 

Forty per cent will be distributed before 
the end of the year and 60 per cent will be 
distfibuted in 1997, she said. The founders 
want to “be fair to everyone. They don’t want 
to forget anybody," she said, giving the rea- 
son for the cautious dole-out. The other rea- 
son, she implied, is to prevent shock: "That's 
a lot of money for some people." 

Japan’s Softbank Corp. acquired a con- 
trolling 80 per cent stake in Kingston 
Technology in September 1996, leaving the 
rest to Kingston's co-founders, John Tu and 
David Sun. who hold the remaining 20 per cent. 

Kingston Technology is nine years old 
and is predicting revenues of $1.5 billion this 
year on annual growth rates of around 92 per 
cent. The deal with Softbank was the first out- 
side financing of any type since its inception. 


Analysts say technology is ready for a strong year 

(NB) — Analysts at Montgomery Securities who attended presentations by more than 150 com- 
panies at the company’s 14th Annual Technology Week in December said they came away with 
one conclusion — the tech sector will have a "strong year" in 1997. Companies like Intel, 
Microsoft and Gateway 2000 were featured at the conference. 

After the conference in San Francisco, Montgomery analysis covering different aspects of 
the lech arena gave their observations about the their specific industry segments. In the data stor- 
age area. Montgomery analyst Jeffrey Lin said the demand for storage is "insatiable,” and com- 
panies benefiting from that need include Western Digital, Seagate Technology, and Quantum. 

Software analyst David Readerman predicted an extremely strong 1997 for the sector he 
charts. He forecasted 35 per cent growth in earnings compared to 1 996, with Microsoft seeing 
a continued strong demand. He called Microsoft slock as one that should be “a core holding" 
in all lech porifolios. 

The “semiconductor inventory correction is over," said analyst Jon Joseph. He predicted 
that Micron Technology would do well, even though the company suffered an 80 per cent price 
decline this year. 

Companies with officials speaking at the conference created headlines in the financial mar- 
ket last week — enough to greatly affect their own stock prices. Intel shot up US$7.75 in 
December after an Intel executive said the company’s semiconductor facilities are at full pro- 
duction, which translated to very good microprocessor sales. In fact, the exec said Intel is out of 
capacity, and hopes to produce an additional ten percent of production from its plants in 1997. 

Also, Gateway 2000 jumped US$5.25 in December when Gateway CEO Ted Waitt told 
attendees the company’s fourth quarter will be a “strong” one, even though revenue increase 
from the third to the fourth quarter won’t be as strong as it was in the same time frame last year. 

Other companies hitting 52-week highs during the conference included SeaChange 
International, Open Text Corp., and Information Management Resources, Montgomery said. 
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YOUR CANADIAN 
DISTRIBUTOR FOR 
TEKRAM TECHNOLOGY 


LINKUP 


TECHNOLOGY INC. 

Distribute Reliable Tekram Motherboards... 

Here come the P5V30-B4, P6F40-B5, and the state of the art, P5H30-NS/WS! 


Easy to install - High Reliability - Great Value! 

1. Reliability - Guaranteed SWAP for first year included with two year warranty. 

2. Simplicity * Easy to set u^nd install with only a single CPU speed jumper setting. 



P5H30-NS/WS PENTIUM SCSI 

On-board Adaptec'® Ultra Wide SCSI3 
Intel' 430HX Chipset, ZIF 7 supports Intel P75 to 
P200 MHz, Cyrix 6x86 P120+ to P166+. AMD K5, 
512K PB. up to 512MB EDO/FPM RAM. Award 
1 Mbs true Plug'n Play Flash BIOS supports 
DMI, Green PC, SCSI and Tekram user friendly 
on-screen configuration, 4 PCI slots. 3 ISA slots 



P5V30-B4 PENTIUM VX 

Intel® 430VX Chipset, ZIF 7 supports 
Intel P75 to P200 MHz, Cyrix 6x86 
PI 20+ to P166+ AMD K5, 256K PB, up 
to 128MB EDO/FPM RAM, Award 
IMbs true Plug'n Play Flash BIOS 
supports DMI, Green PC, NCR®SCSI 
BIOS, 4 PCI slots, 3 ISA slots 



P6F40-B5 PENTIUM PRO 

Intel® 440FX Chipset, ZIF 8 supports 
Pentium Pro® 150/180/200 MHz, up to 
512MB EDO/FPM RAM, Award IMbs 
true Plug'n Play Flash BIOS supports 
DMI, Green PC, NCR®SCSI BIOS, 5 
PCI slots, 3 ISA slots 


Otfapr Tekram Products Available: 

Storage (caching) Controllers • Multimedia Mainboards • TV/Video Capture • Infrared Networking • CD-ROM Server 

■ CALL FOR PRODUCT DETAILS 

At LinkUp, we^ believe a satisfied store owner 
is the one with satisfied customers. 

CALI US TODAY FOR PRODUCT AND DEALER SUPPORT INFORMATION: 


LINKUP 


Suite 722-'; 

Voice:1-888-218-4968 


S 2 Gordon Baker Road, North York, Ontario M2H 3B4 
88-869-2001 • email; sales@linkup.on.ca ■ Web: wwwiinkup.on.ca 
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IBM research working on hi-res flat display 

(NBj — IBM researchers have found a way of manufacturing a flat liq- 
uid crystal display panel with a resolution of 157 dots-per-inch, close 
to double the 85 dpi common in flat panels today. The researchers 
said this could make laptop computers usable for some tasks they 
cannot handle now. and help bring us closer to the day when flat 
panels replace cathode ray tubes (CRTs) as displays for desktop 
computers. 

Dr. John Riisko of IBM Research said that the IBM 
which has been woriting on the project for about two years, 
found that higher-resolution displays can be ^ 
manufactured on existing flat-panel production 
lines thanks to a series of refinements in the tech- 
nology. Part of the secret lies in using a different 
gate metal, which allows for a higher aper- 
ture ratio in a high-rcsoltition display. 

On a flat panel, metal conductors 
are used to carry electrical current along the 
rows and columns of the display. Light passes 
through between the conductors. The more ro' 
columns you pack into a given area, the less space is left between 
the conductors. This is known as a lower aperture ratio. The solution is 
to use a different metal — one that can be made thinner and still carry 
the necessary current — for the conductors 

Other factors in making the higher-resolution screen work 
include tighter tolerances in manufacturing and changes to the design 
of other components such as storage capacitors, Ritsko said. 


5cm CRYSTAL COOLER for 
Pentium up to 200 mhz. 
maximum air-flow 
and performance 
more than 100% 
#1 Fans Quality 
Control and 
Designs 
• less than 
0. 1 % defect 
rate. Life-time 
warranty available. 
Unique 2000dpi Fine Drawing 
Mouse. 

Free with a minimum first order of 1 00 pcs 586- 
aeon’s Top Motor CPU Cooling Fans. Limit oi 
( 1 ) per customer. Offer expires 12/31/96 
586 Y-Scries available in Sleeve Bearing (I yr wrty). Single Bearing 
(2 yr wrty). & Double Bearings (Life-time wrty). 



LANCE 2000. ETERNAL DYNAMIC FORCE 
FANS FAVORITE IN HI-PERFORMANCE ARENA. 
To order, call: (905) 477-6868 JAMES 

LANCE 2000 CORPORATION 


2000 


250 SHIELDS COURT. UNIT 19, 
MARKHAM. ONTARIO. L3R 9W7 
Tel: (905) 477-6868 Fax; (905) 477-2226 


The researchers could not comment on when their technology 
might appear in commercial products. "We're doing this work in the 
research divi.sion as a feasibility demonstration," Dr. Eric Harris of 
IBM Research said. However, they agreed that it would 
be technically feasible to manufacture the 
' displays very soon. As with most new dis- 
play technologies, the high-resolution 
screens are likely to cost more at first — 
though still within the range of lop-of-the-Iine 
notebooks, Ritsko said — and come down in 
price as volumes grow. 

The new technology would make it possible 
: equip a notebook computer with a screen that 
shows 1,280 by 1.024 pixels, equivalent to the 
SXGA standard found today in workstations. This 
would make it possible to do computer-aided 
design work on a notebook computer, or for a fire- 
fighter to view detailed blueprints of a burning building on 
laptop before entering. IBM said. 

The higher resolution would also allow text to be displayed 
clearly, which Ritsko said could be a factor in making computer 
screens easier and more pleasant to read. He said that while no .studies 
have been done on the higher-resolution flat panels yeU studies that 
compared high-resolution CRT screens to ktwer-resolution ones have 
found that people can read as much as 25 per cent faster on a higher- 
resolution screen and suffer less eye fatigue. 

According to Riisko, when one of the new screens is placed next 
to a sheet of paper, “You will read them 

both and you will say T prefer the fieVV tecflflo/Ogy 

. ... ... wouWma/<e it possible 

Ihc resolution possible with the 

new display technology actually tO equip a DOtebOOk 
exceeds what is possible today with 

CRT,, which cn only m>n.ge . m.>- Computer With a Screen 
imuni of .hool 100 dpi. Ritsko said- j ogg 

Thi.s could bring the computer indus- 
try closer to the day when CRTs will 1,024 pixelS, eqUlVa- 
be replaced with flat panels even in , . . i 

de.kiop ,y,i=m,. That ino.o, which 'cnt fo the SXGA stan- 

Riisko said is certain to come sooner (jgffj found today in 

or later, would also save space on 

computer users’ desktops. Workstations. 


Milkyway expands south of border 

Vfilkyway Networks Corp.. based in Ottawa, has opened four sales 
offices in the U.S. - - in Chicago, Atlanta, Housion/Dallas and New 
York. 

In a statement, vice-president of U.S. sales, Jeff Sherwood said: 
“We have strategically located these sales offices and staffed them with 
experienced sales professionals, to better support Milkyway Network's 
Premier Partners and end-users. 

Milkyway ’s Black Hole is an application-level firewall that sup- 
ports Virtual Private Networking using X.500 directories and X.509 
certificates. According to the company, it has been successfully evalu- 
ated by both the Communications Security Establishment and the 
National Computer Security Association. 

Milky maintains a western region sales office in Santa Clara. 
Calif., and a federal region office in Washington, D.C. 
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ISDN groups are planning to simplify ISDN for end-users 


(NB) — Integrated services digital network 
(ISDN) just itiiiy get easier to understand 

The Vendors' ISDN Association Inc, 
(VIA) and the National ISDN Council (NIC) 
have agreed to work together to simplil'y ISDN 
implementation and use for the cnd-uscr. 

VIA is a non-profit corporation "dedi- 
cated to making ISDN more accessible to 
businesses and individual users." VIA’s three 
initiatives — Switch Identification Initiative 
(SI), Always On/Dynamic ISDN (AO/DI), 
and CPE Diagnostics Initiative — are the 
group's primary focus in the coming months, 
VIA executive director Deepak Kumlani said. 
At a joint meeting in Chicago recently, VIA 
and NIC confirmed plans “to team the efforts 
of both organizations to simplify and stan- 
dardize ISDN use." 

VIA president Don Mulder said in a siaie- 
ineni that the two organizations working 
together “will lead to greater demand in the 
market-place for ISDN products and services." 

"The joint efforts of VIA and NIC will 
accelerate the availability of 'plug and play’ 


ISDN for telecommuters. Internet users, users 
of multimedia teleconferencing products, and 
other end users who need additional band- 
width to work more efficiently in today's 
.society,” Mulder said. 

According to Kamlani. Switch 
Identification, the first VIA/NIC initiative, 
proposes to provide a means for customer 
premise equipment (CPE) to automatically 
detect the correct version of the ISDN proto- 
col. either national or custom switch, elimi- 
nating the need for the end user to manually 
enter the information. 

The second initiative. Always 
On/Dynamic ISDN (AO/DI), is a networking 
service that provides an always-availabic 
connexion to packet-based data services 
through the wide area network connection. 

It uses existing infrastructure of modem 
central office switches and existing, or newly 
emerging, muliilink protocols. 

Kamlani said that AO/Dl offers several 
advantages over current dial-up praclices to 
packet services. “For the end user." he said, 
"there is no need to dial-up the service each 


time access is desired. For the packet service 
provider, it is possible to give the end-user a 
notification, such as the arrival of new mail. 
And for the local exchange carrier, the 
switched circuit trunk utilization is more efll- 

CPE Diagnostic.s, the third initiative, is 
intended to provide a standard approach to 
diagnostic ISDN testing capabilities in cus- 
tomer premise equipment (CPE), and allow 
collaborative testing to resolve ISDN related 
trouble conditions. The initiative calls for a 
number of diagnostic tools to be incorporated 
into the capabilities of ISDN CPE. 
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PC sales boom hikes demand for TFT 

(NB) — The boom in personal computer sales ha.s sharply pushed 
up demand for TFT-LCD (thin film transistor-liquid crystal dis- 
plays), creating a market with huge growth potential, TFT-LCD 
companies said. 

Larger screens, with a width of 12.1 inches or more, are in even 
shorter supply. 

The market fbrTFT-LCDs was flat, as recently as the first half 
of the year. But since July, when the 12.1 -inch displays became the 
mainstay item, demand has exploded, forcing domestic makers to 
produce 24-hours-a-day. The price of a Super VGA-class display 
with a 12. 1 -inch screen jumped from US$650 to US$750 in the first 
half of the year, but it is still difficuii to get sufficient supplies on 
lime, companies said. 

In the second quarter of the year, global demand for 12-1-inch 
TFT-LCD stood at 200,000 units a month, falling below the month- 
ly supply volume of 2,50, (WO, diey said. Since the third quarter, how- 
ever, demand has doubled to 500,000, while supply remains at 
4(X>,000. resulting in a supply shortage of 100,000 units. 

In the fourth quarter, demand more than doubled from the level 
of the previous period to 1 . 1 million units, compared with the supply 
of 800,000. triggering a severe shortage. The shortage is expected to 
continue through the latter half of 1997. 

Currently, only the Japanese and Korean makers, including 
Sharp. NEC. Samsung and LG. are the sole suppliers of the flat 
screen displays, with Korea's Hyundai preparing to jump into the 
market. 

Samsung Elecironic.s Co., for in.siance. has recently started 
the operation of its second TFT-LCD assembly line, expanding 
monthly output of 12.1 -inch products to 1 10,000 units, a company 
official said. Hyundai and LG are about to follow the example of 
Samsung soon. ISIT 
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CANADA WATCH 


\ . 

Canadian Ceuis 


Great Plains Software 
recognizes its partners 

The Fargo. N.D. -based provider of account- 
ing and financial miinagetneni software — 
Great Plains Software, has awarded the per- 
formance of three of its Canadian channel 
partners. 

Winnipeg’s Momentum Software 
received the Great Plains 1 996 Developer of 
the Year award for its support of the Dexterity 
development tools and the creation of a cus- 
tom healthcare solution that now has more 
than 100 implementations. 

TGO Consulting, of Markham, Om.. 
was named the Great Plains 1996 
Outstanding True Partner, for "cooperation 
with other partners, consistent marketing and 
implemenialiun, and customer satisfaction 
skills.” Great Plains says TGO holds monthly 
cu.stomer seminars, produces a monthly cus- 
tomer newsletter and holds usere group meet- 
ings. 

Calgary’s Callow & Associates 
Management Consultants won the Eagle 
Aware for the "ability to build long-term cus- 
tomer relationships, maintain high customer 
satisfaction and achieve excellent sales 
results." 


Wildcard announces its 
Simpiified Teiephony takeover 

(NB) — Wildcard Technologies Inc. of 
Richmond Hill, Ont.. said it has signed a let- 
ter of intent to buy Simplified Telephony Inc., 
of nearby Markham. Ontario. Simplified 
Telephony develops computer telephony soft- 
ware. which Wildcard claimed it can com- 
bine with its own fax server boards and 
speech recognition technology to create a 
unified messaging platform. 

The deal wa.s expected to involve less 
than 10 per cent of Wildcard’s outstanding 
shares plus a small cash component. Paul 
Wright, currently president of Simplified 
Telephony, is to become president of 
Wildcard. 


Intergraph launches TD PCs, targeting the 3-D market-place 




Calgary’s Intergraph Canada Ltd. had 
announced its new line of TD PCs and per- 
sonal workstations to the Canadian market- 
place. 

The company says the new TDs exiend 
Intergraph’s 3-D graphics workstation-class 
capacity to the entry-level 3-D graphics 
market. The new product line includes 
Pentium-based TD-20 and Pentium Pro 
processor-based TD-200 PCs. as well as the 
TD-310, TD-410 and TE-610 personal 
work.staiions which include single, dual and 
quad Pentium Pros. 

Intergraph says the TDs 
are aimed at such technical 
applications a.s CAD, as well 
as multimedia application.s 
such a.s Web authoring. The 
systems can al.so address typi- 
cal Windows applications and 
office automation, says the 
company. 

Standard components 
for the TD-20 and TD-200 


are: 256KB of secondary cache, up to 256MB 
of RAM. EIDE hard drives, an 8X CD-ROM 
(optional for the TD-20). 16-bil 
audio hardware integrated on the 
motherboard and Windows 95 or 
Windows NT, says Intergraph. 

The TD-20 starts at $2,230, 
for a lOOMHz Pentium system 
with 16MB of RAM and G76 
(I MB) graphics. The quad- 
processor TD-610 starts at 
$18,650 with 32MB of RAM, 
G95 graphics, a 2GB hard drive 
and Windows NT pre-loaded. 


Supercom opens new 60,000 square-foot facility in Markham 


Senior computer industry and Ontario politi- 
cal figures were present en masse for the 
opening ceremonies of Supercom's new facil- 
ity in Markham, Onl.. on Dec. 5. Supercom 
celebrated its new 60.000-square-foot facility 
with hundreds of its employees, suppliers, 
customers and media. 

Supercom’s Taiwan-based founder, 
James Fung was in attendance, along with 
Frank Luk. general manager of Supercom 
Canada. Senior indu.stry leaders in attendance 
included Kali! Barsoum and Andre Turgeon of 
IBM Canada. Markham mayor Don Cousins, 
and Ontario education minister Dave 
Tsobuchi also attended and made congratula- 
tory rcmark.s. 

A traditional Chinese Lion dance for 
good luck accompanied the ribbon cutting. 



Supercom Canada ha.s been growing in 
sales at a rate of about 40 per cent per year, and 
its workforce has expanded proportionately, to 
a current total of about 220 people. The com- 
pany distributes a wide range of computer 
products to retailers acro.ss Canada, and antic- 
ipates continued rapid growth through 1997. 

The city of Markham, 
Om., — just to the north of 
Metro Toronto, has actively and 
successfully courted high-tech 
investors to move to its lower- 
industrial park.s, offering a 
mix of inexpensive office .space, 
low taxes, and a positive politi- 
cal climate as enticerneni-s. As 
the concentration of computer 
firms in the area increases. 
Markham boosters have taken 
referring to ihcir town as 
“Silicon Valley North." 
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NEC launches retail partner program 


NEC Computer Systems 
Division Canada has announced 
a new retail partner 
program to allow 
more retail distribu- 
tion of NEC's Ready 
multimedia PCs. The 
program, titled the 
More Power To You 
program, is aimed at independent 
computer retailers, 

Greg Myers, vice-president 
of sales and marketing for NEC 
CSD Canada stated: “We’re 
delighted to establish a new part- 
nership with this important seg- 
ment of the eonsumer PC chan- 
nel. The new retail partner pro- 
gram represents a great opportu- 



nity for NEC as we look to gain 
significant market-share in the 
nearly 39 per cent of 
the market where we 
ently do not par- 
ticipate." 

One feature of 
the new program is a 
“One to show. One 
to go” demo rebate promotion. 
NEC is also offering: up to two 
per cent MDF pass-ihrough on 
Ready sales: a Retail Associate 
Program to ensure timely deliv- 
ery of marketing markets; point- 
of-purchase mulerials; lifetime 
price protection of Ready sys- 
tems to qualified dealers; and a 
win-a-vacation coniest. 


Telus Launches CDPD Service in Aiberta 


iNB) — Telus Corp. has 
launched Cellular Digital Packet 
Data (CDPD) service in the 
province of Alberta. 

Commercial CDPD service 
— allowing cu.siomers to trans- 


mit data over cellular connec- 
tions at speeds as high as 
19.2Kbps — is due to be avail- 
able in January throughout Telus 
Mobility’s coverage area, com- 
pany officials said. 


SAVE UP TO 50% 

ON BRAND NAME COMPUTER PRODUCTS 


BAREBONE Systems * Blank ijisks/tapes 
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httpywww.logicbox.com 

Toll Free: (8881 744-8312/ Tel: (905) 405-1541 

Fax; (905) 405-1759 
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Call to bo added to our free faxed or emailed 
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Halifax company wins research grant 


(NB) — Brooklyn North 

Software Works, a two-year-old 
developer of hypertext tools for 
the World Wide Web in Halifax. 
ha.s won the first 
annual Software 
Market Research 
Grunt from the 
federal govern- 
ment’s Industry Canada depart- 
ment. The grant provides 
Brooklyn North with $20,000 
worth of market information and 


analyst services from 
International Data Corp. 
(Canada) Inc. of Toronto. To 
qualify for the grant, which will 
be offered again 
iN.Nk>Rlf}t(j next year, a soft- 
ware company 
must have a head 
office and devel- 
opment facilities in Canada, a 
product on the market, and annu- 
al revenues between $200,000 
and $S million. 


Compaq Canada aims Presarios at families 

Compaq Canada Inc. is 
positioning ius Compaq 
Presario 4000 Series 
PCs as a sy.stem tor the 
whole family, calling it 
"the ideal gift for the 
entire family," in its pre- 
Christmas marketing. 

Targeting that 
home market — the 
.systems are big on mul- 
timedia with JBL Pro 
speakers with 16-bii 
audio, plus GamePlay 
.3D Graphics with 2MB 
EDO video memory. Moreover, the systems include new Easy Access 
Buttons — for quick access to the audio CD player, speakerphone, 
phone messages and sleep mode. 

Prices range between $2,345 and $3,132. 



SSA announces deal with Celestica Inc. 



North York. 

Oni. -based 
SSA Inc. has 
signed a multi- 
million dollar 
agreement with 
Toronto etec- 

facturing services company. 
Celestica Inc., under which 
Celestica has licensed SSA's 
object-based enterprise resource 
planning (ERP) software solution 
— BPCS Client/Server. 

According to SSA, the soft- 
ware will be used by approxi- 
mately 2,500 people at (he 
Toronto-based electronics con- 
tract manufacturing firm. SSA 
says the partnership between 
SSA and Celestica will extend to 
joint research and development 


activities ensuring continued 
delivery of besi-in-class solutions 
for the electronics industry. 

Under the contract, Celestica 
has purchased the Supply Clhain 
Management, Configurable 
Enterprise Accounting. Multi- 
Mode Manufacturing. Electronic 
Data Interchange, and Preventative 
Maintenance products within 
BPCS Client/Server. 

The implementation is 
expected to be complete by 
January 1999. CM 
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Hi(§D(o]ss 

System Highlights: 

'One-Finger ' Operation — All 26 HiClass function keys are 
activated with the press of only one finger Non-PC literate 
teachers can learn and operate HiClass in minutes. 

Interactive Communication — Call Teacher Box lets stu- 
dents catch teacher's attention with an audible 'beep' and lit 
LED on the Control Panel. Microphone and headphone channels 
are immediately turned on when teacher responds to the stu- 
dent. 

Real Time Audio & Video Data Transmitting — transmit full 
motion multimedia curriculums to students: video tape. CD title. 
CAI program, TV, Internet, etc. 

Power lull Broadcast — teaching materials at teacher sta- 
tion to one, a group, or all student stations. Even broadcast one 
student’s monitor screen to all other students, including audio! 

Remote Observe — teachers can check students' progress by 
remotely observing student's monitor screen, either automati- 
cally scrolling from one student screen to another, or by manu- 
ally selecting a student to observe. Moreover, teacher can 
adjust the observe time (1-99 seconds), and can even pause on 
a student station and jump to control mode to provide direct 
assistance. Teacher can select to receive student's audio, video 
or both. 

Control - teacher can control student station’s keyboard, 
mouse and monitor right from the teacher station. Microphone 
and headphone channels are opened for communication 
between teacher and student, 

Reboot — remotely reset one, a group, or all student stations. 
Useful for system reconfiguration, or even stopping students 
from playing PC games during class. 

Group —automatically or manually divide student stations into 
groups of up to four stations per group. LED or Control Panel 
identifes group members. Greet for language training and 
group projects. 

Group Oiatog — after dividing student stations into groups, 
allows students in groups to communicete with each other. 
Teacher can listen and participate in any group at any time! 
Great feature for languege training and group projects. 

Student On/Otl Line indicator — LED at Control Penal indi- 
cates Vihien a student logs on or off the HiClass System 

Save SMaUd* — saves student seat position table to an 
ASCII file lor the teacher to view end print 
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HANDHELD COMPUTERS 


Windows CE spawns new breed 
ef handhelds 

The latest computers on the market let users access their E-mail, the 
Internet, plus desktop productivity applications from a low-cost sub-one 
pound system with battery life of up to 30 hours. 

Now — will your customers want to buy them? 



by Grace Casselman 



Once upon a time, a variety 
of vendors launched a number of very small 
light-weight computing devices in to the mar- 
ket — sometimes called handheld computers, 
sometimes called personal digital assistants. 
Many were little more than glorified sched- 
ulers. They were proprietary designs and 
technologies, and many lacked easy interop- 
erability with the desktop. Some had infrared 
capability but the applications seemed limit- 
ed: and of course, some boasted handwriting 
recognition technologies — and the critics 
had a field day. 

Perhaps not surprisingly, the market 
response to those first-generation handheld 
devices .was, to say the least — lacklustre. 

Yet, the systems weren’t without appeal. 
They were wonderfully light-weight and rela- 
tively inexpensive. They had substantial bat- 
tery life — and best of all, they were extreme- 
ly portable. 

breed of WndumCE 

handheld 


market — 
and they're 
prepped for 

the critics and the naysayers. Moreover, 
despite the dubious past of handheld com- 
puting; these new systems arc already gar- 
nering widespread attention. 

Of course, there’s a heavy-hitter on the 
side of these young offerings; none other 
than Microsoft Corp., with all the marketing 
weight only that industry giant can wield. 
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Seeing a need for standardisation — and 
an opportunity to extend the breadth of 
computing, the software vendor has 
launched a new incarnation of the Windows 
operating system especially 
targeted at mobile computing 
devices. 

And the industry seems to 
be on board. At Comdex/Fall in 
Las Vegas -- Casio Computer 
Co., Compaq Computer Corp., 
Hewlett-Packard Co.. Hitachi 
Ltd., LG Electronics Inc., NEC 
Corp. and Philips Electronics 
were all demonstrating 
Windows CE-based handheld 
computers. 

"We really think this is going to open the 
dam for acceptance by mobile professionals," 
said Sheldon Sufir, director, handheld producLs 
for NEC Computer Systems Division, at 
Packard Bell NEC Inc., in Mountain View, 
Calif. "If I can just carry this and get my 
E-mail on it, that's a tremendous advantage." 

Safir said industry estimates predict 
sales of 1.2 to I.S million hand- 
held units into the market-place 
in 1997. “I prefer to be cau- 
tiously optimistic.” he said. 

Jon Magill, director of 
murketing. consumer appliance 
group, consumer platforms 
division for Microsoft Corp. 
said that Microsoft examined 
the handheld market which 
“hasn’t been very successful to 
date." and decided that to deliv- 
er real functionality and productivity applica- 
tions — “We knew we had to gel a platform." 

He added: "Initial interest is very high." 

On the application development .side, 
Microsoft says things should look familiar as 
Windows CE supports a subset of Win22 


APIs. Ai Comdex, ihe company announced 
that more than 600 developers had enrolled in 
the Windows CE Technical Beta Program, 
and more than 90 companies had already 






different 
forms. The com- 
mon platform 
will see a lot of 
people develop- 
ing for horizon- 
tal and vertical 
markets,” forecast James Schraith, vice-pres- 
ident and general manager for North 
America, at Compaq Computer Corp. "It's a 
new large market.” 

According to Microsoft, Windows CE is 
a 32-bit. multitasking, multithreaded operat- 
ing system engineered for high performance 
in limited memory configurations. It 
includes inte- 
grated power 
management to 
promote long 
battery life on 
mobile devices, 
and supports a 
growing list of 
microprocessors. 
At press time, 
those included: 
the H-3 proces- 
sor from Hitachi Ltd., the VR410I processor 
from NEC Electronics Inc.. the 
TwoChipPIC, the PR31500 and the 
UCBIlOO from Philips Semiconductor. In 
December. Microsoft announced plans to 
port Windows CE to the Motorola Power PC 



HANDHELD COMPUTERS 


and ARM microprocessor families. 

The GUI is similar to the familiar 
Windows interface on many desktops, and 
communications support is built in. for C- 
mail and Web access via Pocket Explorer (a 
version of Internet Explorer). Common 
desktop productivity applications are sup- 
ported through Pocket Word and Pocket 
Excel. According to Microsoft, the mini-OS 
will also sup- 
port "compan- 
ion applica- 
tions" - CE- 
based applica- 
tions that 
share (and/or 
synchronize 
information) 
with Windows 
counterparts. 

Not only 

has Microsoft launched this operating sys- 
tem: the company plans to exert a firm hand 
over the direction of the handheld market 
with strict specifications for Windows CE- 
compliant products. Here are some of the 
base product specifications: 

■ a "pocketable" clamshell form factor, 

• the traditional QWERTY keyboard. 

■ a 480 by 240 by two-bit-per-pixel LCD 

touch screen with stylu.s. 

■ a minimum of 4MB upgradeable ROM, 

■ a minimum of 2MB of expandable RAM, 

• IrDA-standard infrared support. 

■ a serial port. 

• a PCMCIA Type II slot. 

• .wav sound, and, 

• LED notification. 

Microsoft also supports an optional 
docking station. 

All that standardization was necessary, 
said Microsoft's Magill. "because we had to 
turn this into a platform the ISVs could write 
software for.” 

While 
Microsoft 
won't go so far 
as to suggest a 
retail price, the 
company has 
stated street 
prices for base 
configurations 
are expected to 
start at about 
US$500. 

While adhering to the bosic specifica- 
tions for a Windows CE machine, the various 
vendors are customizing their machines for 
competitive advantage. For example, on Nov. 
IS, Philips Mobile Computing Group 


announced the Velo 1 handheld PC, aiming to 
"provide the equivalent functionality of a 
conventional notebook PC, without the 
weight, inconvenience, and high price. 

“The Velo I is configured with every- 
thing a busy professional needs, right out 
of the box. To achieve this, we have gone 
well beyond the base Windows CE appli- 
cations and added extensive communica- 
tions capabilities and expansion 
options that will keep the Velo 1 
useful for years to come.” 

claimed Alan Soucy, general 
manager of the Philips Mobile 
Computing Group. 

The main features that dif- 
ferentiate the Velo 1 from a num- 
ber of other Windows CE hand 
held computers unveiled at the 
recent Comdex in Las Vegas 
include an integral 19.2Kbps 

modem, fax-send capability, access to 

cc:Mail and MS Mail, an RJ- II jack, and the 
Velo Voice Memo, an integrated voice 
recorder. The Velo also has a back-lit screen, 
a high-speed TwoChipPCI chipset, and a 
variety of power options 
including AA batteries. 

NiMH rechargeable bat- 
tery pack, and AC 

adapter. The main 
processor is a MIPS 
3910 RISC, which pro- 
vides high processing 
speed. An optional Velo 
Dock enables simple 
transmission of data to and from a PC. 

The Velo 1 is expected to ship in early 
1997, for prices ranging from $795 to $950, 
depending on configuration. 

Hewlett-Packard (Canada) Ltd. claims 
its new HP palmtop PC will offer "the indus- 
try’s widest display among products for 
Windows CE." with an 80-coI- 
umn. 640 by 240 LCD display. 
The system is expected to be 
available in mid-1997. "This new 
palmtop PC will help mobile pro- 
fessionals manage all their impor- 
tant information while they are on 
the road.” said Angela Bums, 
product manager for HP’s hand- 
hold computing products in 
Canada, in a statement. 

Jason Jung, product manager 
for information system.s ui LG Electronics 
Canada Inc,, in Missis.sauga, Ont., said his 
company plans to launch its LG Handheld PC 
in March. It will ship with 4MB of RAM, 
plus a fax modem. Target u.sers. he said, 
include business managers, high-end 


MessagePad ZOOO | 


Apple a contender wKh new Newton 

While the market reception of Apple 
Computer Inc.’s first Newton may not 
have been all the company was hoping for, 
the company is expecting a different story 
with the recent launch of its MessagePad 
2000 system, 

"It's changed,” said Donna Church, 
product manager at Apple Canada Inc., of 
Markham, Ont. And the company’s not 
talking about PDAs these days. ‘The 
166MHz RISC processor moves it into the 
category of handheld PC.” 

In fact she said this system is 10 
times faster than the previous Newton. 
Moreover, the system now supports up to 
24 hours of battery life. It includes a 
spreadsheet word processor. E-mail pack- 
age and Web browser. “It allows u.sers to 
synchronize files and download from the 
computer to the MessagePad and upload 
back to the computer. It’s designed for peo- 
ple who are mobile and 
need access to applica- 
tions.” said Church.” 

Other features 

include: two PCMCIA 
built-in micro- 
phone and speaker, sup- 
port for 16-shade 

greyscale images, an 
optional back-lit dis- 
play, an opdoDol plug-in keyboard, and a 
weight of less than 1 .5 pounds. 

Jim Groff, senior vice-president and 
general manager, information appliance 
products at Apple Computer, said the sys- 
tem would be attractive to mobile business 
professionals. "1 predict Gary Trudeau will 
not get comic material out of this genera- 
tion of products.” he added. 

The MessagePad 2000 starts al $1,299. 

At that price point. Apple won't be 
hilling the “magic USS500” price point 
required for a broad audience, said 
International Data Corp. analysts Diana 
Hwang and Randy Giusto in Sman 
Handheld Devices Biweekly Update. At 
that price, they say the MessagePad 2000 
will be considered a vertical market 
device, and one geared to mobile profes- 
sionals. Morever, they say it will compete 
with inexpensive notebook computers. 

They wrote: “Apple’s challenge will 
be to educate potential end-users on the 
features and cost/benefits of using the 
MessagePad 2000.” 



Compaq PC ConttKAion 
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customers and “People who are using a desk- 
top PC in their home or office but are still 
hesitating to buy an expensive notebook. We 
are targeting that customer." Pricing will be 
USS500, he said. 

With its MobilePro HPC. NEC says it 
has especially designed its keyboard for 
ergonomics, to 
deliver a “truly 
usable compact 
keyboard." 

"You can 
adjust the sensitiv- 
ity of the keys.” 
said NEC's Safir. 

Moreover. NEC is 
differentiating 
itself by offering a 
back-lit screen. CMioCasscopeia 

SMB ROM. and up to 30 hours of battery life 
on AA batteries. A 2MB of RAM version is 
US$499. and an SMB RAM version is 
US$649. 

But Safir points out that these are the 
first-generation CE machines, and said users 
should expect advances into the future — 
such as better screens and battery life. 



Compaq has signed an exclusive 
licensing agreement for Mail on the Run! 
From River Run Software Group; which 
will ship standard with every Compaq PC 
Companion to provide direct and remote 
access to such E-mail systems as Microsoft 
Mail and Lotus cc:Mail. The company says 
it's also including DataViz 
Desktop To Go for Windows 
2 CE. to add the capability to 
“T synchronize, import and con- 
vert files with a number of 
applications and word pro- 
cessing files. 

At Comdex. Compaq also 
announced a partnership with 
Sky Tel to provide two-way 
wireles.s me.ssaging services as 
an option for the Compaq PC 
Companion. Customers can send and receive 
E-mail wirelessly by connecting to a SkyTel 
2- Way pager. 

Compaq Canada Inc. is selling the 
Compaq PC Companion for suggested list 
prices of between S799 and $1,129. 

In its Smart Handheld Devices 
Biweekly Update, International Data Corp. 


analysts Diana Hwang and Randy Giuslo 
wrote: "Compaq's strengths in the retail, 
corporate. VAR and system integrator chan- 
nels will enable the company to have a head- 
start over others when selling the handheld 
device us an extension to a desktop or note- 
book PC.” 

The analysts also suggested it will be a 
significant challenge for resellers to give 
the small units sufficient prominence in 
their .stores. They recommended setting up a 
display demon.strating the communications 
and synchronization between the handheld 
computer and a desktop PC. Moreover, they 
suggested allowing potential buyers to try 
the systems, rather than keeping them 
"under lock-and-key.” They wrote: "One of 
the big challenges for ...computer vendors 
will be to encourage retailers such as com- 
puter and office superstores to display the 
handhelds so that they are not lost in the 

-with files from Jeff Evans, tt* 

Grace Casselman is Editor of Canadian 
Computer Wholesaler. She can he reached at 
grncec@nefrom.ca. 




Notebooks 


Experience Advantage 


Model 5600 Performer 

Complete with a T2.t‘ SVGA LCD, 
up to Pentium 1S6MHz Pedormance, 
Built-In BX CO-RDM Drive, Removable 
Hard Drive. Floppy Drive and BaRery, 
all Simultaneously Integrated into an 
ergonomic case, and with options like 
MPEG Full Motion Video Module, the 
/jngef Performer Is simply: 

Extreme Powerl 


Model 

Three 

into a 
With a 
LCD 

all in one cerrying cese, 
carry the weight of an ei 

the Presenter, and get the show rolling 


Model 5800 Performer Plus 

The naxt gangrttion oltha Parformar Sariaa, 
with the following enhancements: 
Pentium 200MHz Performance and 72MS RAM. 
64-blt PCI Bus with 2MB EDO Video RAM, T.V. 
Out Port with MPEG as standard, 3 PCMCIA 
Type II Slots with Zoom Video Support, Duracell 
BaRery Pack support AND MORE. 
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Special Report: 


The PC Motherboard Market In 1997 


Under the hood of your systems, a host of players are 
battling to provide the core motherboard technology. 
What do they have planned for this new year? 


The '‘motherboard.” It might not get any- 
where near the glory and attention that’.s rou- 
tinely reaped on the microprocessor — but a 
quality motherboard is critically important in 
the make-up of a computer system. 

Let's lift off the case — foraclo.ser look. 

All desktop PCs are built around a main 
circuit board, called the motherboard, which 
typically contain.s many of the major compo- 
nents of a personal computer (such as the cen- 
tral processing unit. BIOS and memory 
chips). The motherboard also has a variety of 
connectors for the expansion cards, storage 
devices and ports which together make a 
computer an integrated, useable information 
tool. The design and quality of the mother- 
board is perhaps the largest factor in the level 
of performance and the subsequent life cycle 
of the computer. The best motherboards 
enable significantly lower maintenance costs, 
better performance, and easier expansion than 
less well designed ones. 

Although one chip- 
maker — Intel, has come to 
dominate the CPU market, 
there is no similarly dominant 
maker of motherboards. Intel 
is one of the largest mother- 
board makers, but many of the 
name brand PC makers, such 
us IBM. Compaq, Digital, and 
AST have produced custom- 
designed motherboards for at 
lea.st some models in their 
product lines to compete with 
Intel’s offerings. As well, a host of third-party 
manufacturers, many based in Pacific Rim 
Asian countries, offer an ever changing array 
of motherboard models for the ‘clone' market. 
With tens of millions of Windows/lntcl com- 
puters being sold annually, the motherboard 
industry is one of the most important compo- 
nents of the computer industry. 



The Way We Were 

The mix of motherboard 
products on the market 
reflects the short life cycle 
of PC products generally. In 
order to sell quickly and with any 
reasonable margin, resellers have to stock 
only ..le late.st, best-featured, best-priced, 
and 'hottest' motherboards, and always have 
to be on the lookout for the next wave of 
motherboard models. About three years ago, 
the PCI (Peripheral Component 
Interconnect) bus standard began to be intro- 
duced in quantity, displacing the VESA bus. 
Today virtually all desktop PC motherboards 
have several PCI slots, as well as a few older 
ISA slots. As well, over the course of 1996, 
sale.s of motherboards for Intel 486 proces- 
sors have declined to near zero, while 
Pentium has become the mainstream, and 
Pentium Pro motherboards have quickly 
ramped up in sales to the 
point where they are a signifi- 
cant percentage of mother- 
boards sold. 

The Way We Are 

Vendors who supply mother- 
boards complete with CPUs 
and RAM report that mother- 
boards fitted with a 166MHz 
Pentium are pretty much the 
current "entry-lever’ option. 
16MB of RAM and 256K of 
urn 1X1 m pipeline burst cache is also the 
minimum standard. The jump from SMB of 
RAM as standard to 16MB has been driven 
by the introduction of Windows 95, particu- 
larly for home computer buyers, and the drop 
in RAM prices. Most current motherboards 
have at least three PCI slots and two or more 
ISA slots. Most current motherboards also 
conform to (he Intel “ATX" form factor. 

snpyAvwwcts 



The Way Ahead 

All the motherboard ven- 
dors CCW talked to sug- 
gested that the trend in the 
future will be cowards moth- 
erboard technology that sup- 
ports a low-maintenance, 
‘‘appliance" type of PC, 
requiring much less tinkering 
when adding new hardware or 
software to the system. 

Much as the Apple Mac pioneered ease- 
of-use and lower cost of ownership by inte- 
grating multimedia and networking on the 
motherboard, PC motherboard makers are 
trying to offer as many features as possible, 
as simply and cheaply as possible. 

Motherboards will increasingly be 
offered with a wide range of capabilities built 
into the motherboard which previously 
demanded third party cards to achieve. For 
example, motherboards with SCSI controllers 
built in are increasingly popular. Instead of 
having to install and configure a SCSI 
adapter card, users simply plug in the first 
SCSI device to the connector on the mother- 
board. and (hen daisy-chain additional 
devices to the first. 

Many vendors are working towards a 
"jumperless" motherboard, where the com- 
puter will automatically delect and use any 
additional devices that have been connected 
to it. without the requirement to reset 
jumpers. Advanced power and system man- 
agement features are also being built in on 
motherboards to reduce power consumption. 

Pentium Pro motherboards, including 
dual processor versions, will grow rapidly In 
market-share. 

NLX Debuts For 1997 

On Nov. 14. Intel and a large number of third- 
party vendors, including IBM, announced a 
new motherboard form factor spec call NLX. 
a motherboard standard that is designed to 
greatly reduce the cost of maintenance of the 
PC. The NLX form factor Is intended, for 
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example, to allow the motherboard to be dis- 
mounted from the PC case easily and quickly. 
Over the course of 1997. it can be expected 
that NLX will begin to displace ATX form 
factor motherboard.s. 

Intel’s Place In The Market 

As the maker of the 486. Pentium and Pentium 
Pro chips, Intel defines today’s PC mother- 
board market. The 
Power PC-based 
Apple Mac continues 
to exist within a 
restricted and shrink- 
ing niche, 

‘clone chip' makers 
such as AMD and 
Cyrix compete to pro- 
duce Intel compatible 
CPUs for a small per- 
centage of PC buyers, 
and exotic CPUs such as DEC Alpha, MIPS 
and PowerPC contend for some specialized 
Windows application areas such as 3-D anima- 
tion. To all intents and purposes though, Intel 
owns the desktop PC chip maikel, and mother- 
board makers ba.se their decisions on this fact. 

Intel is a major maker of motherboard-s 
itself, but the company recognizes that it is in 
its own self-interest to cooperate with com- 
peting motherboard makers. According to 
Tim Teckman. general manager, corporate 
client business unit, at Intel Corp., Intel’s 
motherboard business amounts to “billions" 
in sales annually, but Intel’s number one 
objective in developing motherboard technol- 
ogy “is to ease the burden of processor transi- 
dons on the marketplace, to set common stan- 
dards. and resolve motherboard and system 
problems related to new processors, so that 
end-users can get the benefits of new tech- 


nology more easily." Thus, it’s in Intel's inter- 
est not to drive competing motherboard mak- 
ers to other CPU makers. "Coopetilion” is 
the name of the game. 

Intel intends, according to Teckman. to 
“promote and deploy new motherboard tech- 
nologies. such as Universal Serial Bus 
(USB), RAM bus technology, automated 
manageability, clientserver management. 

hardware monitoring, 
and desktop manage- 
ment interface (DM1) 
technology, boot sec- 
detection, 
etc." All this effort is 
made with the inten- 
of raising the 
performance and 
lowering the com- 
plexity and cost of 
ownership of the PC 
for the end-user. Intel "doesn’t discourage 
other manufacturers from developing their 
own BIOSes and 
extending the 
BIOS functions 
Intel itself 
involved in develop- 
ing new BIOS tech- 
nologies as it sup- 
ports our objectives." 
says Tfeckman. The 
company is predict- 
ing a rapid transition 
to Pentium Pro in 1997, 
leading to that processor dominating most of 
the market by the end of the year. 

When asked about jumperless mother- 
boards from Intel. Teckman paused and said 
"that’s not part of the NLX spec. It’s interest- 
ing technology, but there are no announce- 


ments on that from Intel right now. It’ll prob- 
ably happen." Also on the agenda for future 
Intel motherboards in 1997-1998 is: direct 
SCSI support for business motherboard mod- 
els (“Enhanced IDE is the best price/perfor- 
mance choice for home users," Teckman 
stales); video capture on the motherboard; 
increa.«ed cache (“especially for Windows 
NT-have you ever tried to boot a PC running 
NT without any cache'.'"); a transition from 
EDO memory to SO RAM. higher use of 
infrared communications, consumer home 
networkiog, low power modes, power man- 
agement. and ".smart home" control features. 

As far as motherboards for Java devices. 
Intel intends to produce the "best of class" in 
the new network computer (NC) market, but 
it doesn’t anticipate any hairnful impact on its 
PC motherboard market. The lack of high- 
powered Java applications and limitations in 
existing networking infrastructure will likely 
hold buck large scale sales of Intel NC prod- 
ucts until 1998. 


The Contenders 

Aside from Intel, the 
Canadian mother- 
board market is dom- 
inated by a number 
of other motherboard 
suppliers. Below is a 
brief list of some of 
the major players: 

ABIT Computer 
Corp. announced a 
notable motherboard first at the end of 
October, when it announced the first 
Jumperless PC motherboard. The Award 
BIOS CMOS setup utility has been expanded 
with a new option called Soft Menu which 
either automatically detects the model of 
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Canadian Computer Wholesaler 
welcomes your opinions on current 
issues in the market, plus your 
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CPU and its speed, or allows the user to make 
customized selections. The jumperless SOFT 
MENU technology makes configuration and 
upgrading of a system much easier, and can 
be checked out at ABIT's Web site — 
hltp;//www.abit.com.tw. 

Acer manufactures a line of AcerOpcn 
components, including motherboards, all of 
which feature power-saving modules and 
power-management chips to optimize energy 
allocation. Pentium based models include the 
AP53 and AX53 models, with Intel 430HX 
chipset and 256K/5I2K pipeline cache, and 
the AP 5VM, with InteI430 VX chipset. 
Pentium Pro models include the AP65 and 
AX65, both based on an Intel 440FX chipset, 
and compatible with CPUs up to 2(H)MH7.. 

ASUS is one of the best recognized 
motherboard brands in Canada, with a full 
line of Pentium Pro and Pentium boards, 
including ATX models. 

The Biostar Group offer a line of moth- 
erboards that range in capability from the 
8500TVX, compatible with Pentium 75MHz 
to 20()MHz up to the 8600 TTX. a Pentium 
Pro model with the ATX form factor and an 
on board IDE adapter. 

Markham. Ont.-based 
EMPAC is the exclusive dis- 
tributor of the Micro-Star 
system board line 
customers, VARs and system 
integrators. The MS-6017 is a 
dual Pentium Pro board for 
servers and "personal work- 
stations." This model is based 
on the Intel 440FX PCI 
chipset. According 
Star's 1997 product roadmap, 
some of the new Micro-Star 
models in early 1997 will fea- 
ture DIMM sockets for RAM, 

ATX form factor, and will 
incorporate the new Klamath 
technology. 

Daiwa Distribution Inc. handles the 
Lucky Star Technology Co.'s motherboards, 
including the 31-VXI Pentium main board, 
which is compatible with Intel, AMD and 
Cyrix processors. 

QDI, a subsidiary of the Legend Group, 
a Hong Kong listed company, has a consider- 
able internal R&D capability, and develops 
its own BIOS. In business foreight years, and 
in Canada for 4,5 years, QDI sell up to 20,000 
motherboards per month in Canada. A com- 
pany representative claimed that QDI moth- 
erboards have a very high reliability, com- 
bined with low cost. QDI motherboards 
come with a two-year warranty. QDI has also 
introduced its SpeedEasy technology for 


jumperless installation or upgrading of the 
motherboard. 

Tekram is a new arrival on the Canadian 
Pentium motherboard scene. In addition to 
motherboards, the Taiwan-based 
pany also makes SCSI adapter, 
infrared communications 
and video capture boards, 

Tekram has its own BIOS 
programming team, and the 
company has some innovative 
features on various mother- 
board models, including 
board SCSI control, provision for infrared 
ports, and support for ATX power .supply Soft 
Power On/Off. 

Two little known success stories in the 
Canadian PC market are Seanix Technologies 
Inc. of Richmond. B.C., and Digital 
Equipment of Canada Ltd., both of which 
manufacture high-quality PC motherboards 
for their own brand name PCs. 

DEC'.s Canadian operation won the 
company's international Americas Mandate 
competition to manufacture Intel-based 
motherboards and systems in 1992, and sup- 
plies boards and PCs for the 
U.S.. Canadian, and 
Mexican markets. DEC 
makes the motherboards at 
its Kanata. Ont., facility near 
Ottawa. Currently the com- 
pany averages about 3,000 
motherboards and assem- 
bled PCs per day. The prod- 
uct mix currently runs about 
50 per cent Intel-based 
motherboards (largely for 
the Venturi.s PC line), and 50 
per cent motherboards based 
DEC'S own Alpha chip. 
Seanix manufactures 
motherboards for the 
Canadian OEM market, 
based on Intel CPUs and 
chipsets, from a highly automated facility 
equipped with high-speed .surface mount 
technology and through-hole assembly lines, 
with a throughput capacity in the lens of 
thousands of components per hour. 
Motherboard models include the OEM-i HX 
Pentium motherboard intended for the home 
and small business market. This model is 
compatible with Pentium processors up to 
200MHz, and is based on the i82430HX chip- 
.set. The OEM-i PRO motherboard is based 
on the i82440FX chip-set and is compatible 
with Pentium Pro CPUs up to 2lX)MHz in 
speed. It's intended for inclusion In PCs used 
in demanding, high-performance professional 
applications. 


What's In A Name? 

Intel benefits from a much greater brand 
recognition than the 'clone' motherboard 
makers, but many of these alternative suppli- 
offer equivalent quality, and. often, inno- 
vative features such as on board SCSI. 

infrared options, sophisticated 
power management, as 
well as lower prices. In 
general, companies that sur- 
in the Canadian com- 
puter market have to offer 
good quality and price/per- 
I'ormance. 

The ‘clone’ motherboard market is a 
ruthlessly competitive one — there was a glut 
of 486 motherboard makers struggling for 
market share a few years ago, and many were 
forced out of business as margins reached 
zero. Resellers can expect that in 1997. the 
Pentium motherboard market may duplicate 
the 486 market's experiences, while the 
Pentium Pro motherboard market may offer 
some greater margins, at least briefly. It* 

Jejf Evans is Towmo Editor for Caimdion 
Computer Wholesaler. He con he reached at 
jeff®tcpon.ca. 


InkJet Refill Kits... 
That work 

Mess caused by old 
style accordion bottle 
eliminated with our 
calibrated synnf>c. If 
a cartridge has prob- 
lems we've delisted. HP, Canon, 
Epson. IBM, Xerox, Tl, 600 more. 
Your m/u lOOVo. User still saves 
50-70%. 40,000 refills sold since 
1992. FREE Refill Guide & cross 
reference with order. FREE email 
assistance. Kits are shrink wrap- 
ped - user sees contents, yield & 
instructions. Won't void warranty 
Can. Competition Act 77 (1) & (2) 

Okidata too opc $99. 

remfd. exchange, test print, ozone 
filter, reset inst. 500 more on our 
website below. Your label S-i- Ship 
from stock same day VISA M/C 

IMAGE CONTROL 
416 - 694-7509 

http://www.image-control.com 
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Home computing 
on the rise in Canada 


According to The 1996 Household 
Faciliiies and Eqiiipmeni Survey from 
Slutisticii Canada. 3.6 million Canadian 
households — or 31.6 per cent, had a home 
computer in 1996. up 365,000 from the year 
tiefore. And 1.6 million hou.seholds (14.1 
per cent) had cellular telephones. 

StalsCan says surtmg the 'Net was still 
a relatively new phenomenon for most 
Canadians last year — as only 7.4 per cent 
of households access the Internet from the 


^Bladian H< 


In 1996. 1.8 million Canadian house- 
holds had u computer with a modem, but 
only half of those had used the Internet. 

Of note; almo.st 38 per cent of house- 
holds had computers in Alberta and B.C, As 
well, those provinces had the highest pro- 
portion of households on the Internet — 
about 10 per cent each. 

New Brunswick and Newfoundland 
had the lowest Tigures — as only about 22 
per cent of households in those provinces 
had computers. 


31.6% 


Survey Details 
The Lifestyles 
In PC Homes 

What does the typical PC-owning household 
look like? 

They tend to be upscale, with incomes 
of upwards of US$50,000. Younger hou.se- 
holds ( 1 8 to 34) with children are le.ss likely 
to buy PCs than 18- to .34-aged households 
without children. But older hou.seholds (35 
to 54) with children are more likely to buy 
PC.s than those without children. 

That's all according to the recent 
Consumer Technology Index by Computer 
Intelligence and Claritas. 

Households aged 55 to 64 — especially 
those in Caritas's 'Traditional Families" and 
“Mid/Upscale Suburbs" categories — were also 
"very likely" to have purcha.sed desktop PCs. 

Overall, computer owners tend to; have 
college degrees, be employed in profe.ssion- 
al or managerial positions, to have three or 
four person households, and to be 35 to 54 
years old. 


Who Are PC Owners? 

THBTDO: 

Downhill ski 
Belong to a health club 
Take domestic business trips 
Belong to a business club 
Listen to daytime jazz radio 
Listen to classical radio 
Listen to all-news radio 


THSTDOITT: 

Smoke menthol cigarettes 
Go to rodeos 

Belong to a fraternal order 
Follow professional wrestling 
Watch early evening weekend TV news 
Watch TV from 9 a.m. to 1 p.m. weekdays 
Listen to Big Band/Nostalgia radio 


Canadian Homes On The Internet 


Voice Your Opinion!! 

Reader Poll 

While the handheld market has so far been sluggish, many industry players are saying 
that’s all about to change. Microsoft has launched its Windows CE operating system for 
portable devices, and an impressive number of hardware vendors have announced hand- 
held computers adhering to the Windows CE specifications. Microsoft says having a 
standardized platform will encourage other software vendors to write products to address 
that market-place. 

Along with the to-be-expected scheduling functionality, these new handheld sys- 
tems include suipped-down versions of Word, Excel and Internet Explorer- Many indus- 
try analysts predict the E-mail/comraunicadons functionality and the ability to access 
basic desktop-compatible productivity applications via a lightweight low-price device 
will be attractive to the market-place. But, what do YOU think? 

Our question to you: 

Do you expect that the new handheld computers coming onto the market based on 
Windows CE will; 

Q Be very hot sellers Q Have some attraction Not have much appeal 

for certain users 

Send your response by fax 

( 604 ) 608-2686 

or log into our Web site 
http://www.ccwmag.com 
email; ccw@tcp.ca 
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Korea outlines policies for ‘infocommunkations’ industry 



from Newsbytes 


Japan has developed new 
multimedia E-mail system 

Japan's govemmeni and a division of Nippon 
Telegraph and Telephone have jointly devel- 
oped a new electronic-mail system for video 
and audio messages that saves bandwidth 
compared to conventional systems. The new 
system reportedly sends Just digest versions 
of large multimedia files to recipients who 
can then decide whether to view them. 

The system was developed by the 
Communications Research Laboratory of 
Japan's Ministry of Posts and 
Telecommunications and NTT's Multimedia 
Networks Laboratories, and has been named 
the Video and Audio (VA) Mail System. 

With existing E-mail systems, such as 
those used on the Internet, video or audio 
files are sent directly from user to user. Under 
the VA Mail System, the sender first uploads 
the video files to a video-on-demand (VOD) 
server. A text message with a digest of the 
video, in still images, is sent to the recipient, 
who can then decide whether to view it and 

VOD servers on the network also com- 
municate with one another so large video 
files can be transferred during off-peak hours. 
This then reduces network load if the recipi- 
ent chooses to view the file after it has been 
transferred. The load on mail servers, and the 
mail network, is also reduced because video 
files take a different route. 

By keeping the images on a VOD serv- 
er, the recipient can also use functions such as 
fast-forward and reverse-playback. The MPT 
said its new system is designed to be used 
with standard resolution (640 by 480 pixels) 
with MPEO-2 (Motion Picture Experts Group 
type 2) compression. 

Research work on the new system will 
continue, said the MPT, and will tackle issues 
such as interconnection between different 
types of VOD server. 


Unveiling a set of comprehensive long-term 
policy directives on the development of the 
local “infocommunications” industry recent- 
ly. the Ministry of Information and 
Communication (MIC) said that the govern- 
ment will drastically ease regulations and 
expand investment and human resource train- 
ing programs. 

The policy directives, covering telecom 
equipment, software, multimedia contents 
and all other fields of telecom indu.stry. 
were worked out on the basis of a total 
of 1 1 rounds of discussion meetings 
from Oct- 10 to Nov. 8. which were 
presided over by MIC Minister Kang 
Bong-kyun. 

As for the privatization program of 
Korea Telecom (KT). the government 
will lower its equity in KT from 80 per- 
cent to 49 per cent in the first quarter of 
1997. Acquisition of foreign software 
makers and high-tech companies will 
also become much easier from 1998 
under the government's plan to intensi- 
fy fostering the domestic software 
industry. 

To develop the local software industry, 
the MIC will lead businesses to establish 500 
new software companies here over the next 
five years. "The world's telecom equipment 
market is expected to grow by an annual aver- 
age of 6.4 per cent over the next five years, 
creating a US$l.l2-lrillion-a-year industry in 
2000,” said Chong Hong-.sik, assisuint mini.s- 
ler at the MIC. 

The MIC will also send telecom attach- 
es to Korean embassies in European Union, 
China, Russia and Vietnam in order to back 
up telecom companies' information-collec- 
tion and R&D activities. The ministry will 


set up bilateral telecom cooperation commit- 
tees with Vietnam. Brazil and Tunisia in 
1997. raising the number of countries main- 
taining such committee-level relationship 
with Seoul to 10- The number of countries 
that sign memorandum of understanding 
(MOU) with Korea in the telecom industry 
will also rise to 16, as four more countries — 
Brazil. Chile, India and Israel — will enter 
into the MOU relationship next year. 


Bilateral telecom ministers' talks with Japan. 
China and Russia will be held on regular 
basis in the coming years. 

Exports by Korean telecom companies, 
which totaled US$22.27 billion Iasi year, are 
expected to reach US$25.83 billion this year. 
The export volume will again climb to 
US$58.83 billion by 2001. 

"Korean enterprises have generally con- 
centrated on the markets of underdeveloped 
countries. From now on. however, the govern- 
ment will lead them to expand investments in 
PCS, satellite communications and other hi- 
tech fields in advanced countries." Chong said. 


Tokyo Electron to 

Japanese semiconductor 
equipment maker 
Tokyo Electron Ltd. 
has confirmed it will 
construct two new 
manufacturing plants 
in the United States. 

The Nihon Keizai 
Shimbun newspaper 
said Tokyo Electron 
will build a new plant 
in Austin, Tex., by 
1998. and is also con- 
sidering a facility in 
suburban Boston. 

The company opened 


build new plants in United States 

manufacturing in September 1996 when it began production 
of vapor-deposition equipment and 
diffusion furnaces in Hillsboro, Ore. 
The new Austin plant will produce 
machines that coat and develop 
photosensitive circuit boards ands 
chips. Construction of the factory is 
due to begin in spring 1997. said the 
newspaper. 

The company is planning to 
produce chip etching equipment at 
the Boston site. It has not decided 
on a location yet. but is looking for 

The city currently houses a 
1 first U.S. plant Tokyo Electron research lab. 
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Taiwan s Chunghwa to test ADSL, HFC technologies 


High-speed Internet access is on its way to 
Taiwan with the planned trial of asymmetrical 
digital subscriber line (ADSL) services from 
the end of this year. 

The state-owned phone monopoly 
Chunghwa Telecom will trial u 1.5Mbps ser- 
vice offering high-speed data access, near 
video-on-demand (NVOD) and distance learn- 
ing to 200 households in Central Taipei. 

John C.C. Hsueh. vice-president of the 
Northern Taiwan Business Group, said: “We 
already have a huge investment in twisted 
pair, which has a limited bandwidth of about 
144Kbp.s. We would like to maximize our 
investment in existing plant." 

He said the first phase of the trial, which 
was now underway, involved about 28 house- 
holds. mostly Chunghwa staff. 

The trial is focused on testing the ADSL 
technology, and is free for customers, who 
will be able to choose between LAN-based 
ADSL, with an Ethernet connection for high- 
speed data, or a Tl connection for NVOD, 

Hsueh said the technology had great 
potential for Taiwan. 

The vast majority of households are 


capable of receiving ADSL-based services, 
which ha.s a limit of about four kilometers 
from the nearest exchange. 

It also has potential for Chunghwa’s 
future business. Under present Taiwan laws, 
the cable and telecom businesses are strictly 
separated, though the Minisuy of Transport 
and Communications has planned to fully lib- 
eralize telecommunications by 2001. 


Taiwan is world's third- 
largost hardware producer 

Taiwan maintained its position this year as the 
world's third-largest information technology 
hardware producer, according to newly 
released figures. 

In its annual industry report card, the 
semi-official Taiwan Marketing Information 
Ceniie (MIC) found Taiwan’.s domestic IT 
hardv/are sector had grown the fastest of any 
of the major producers. 

In a portrait of a buoyant sector of an 
otherwise sluggish local economy, the MIC 
reported Taiwan had lifted domestic IT hard- 
ware production 20.8 per cent to US$I6.41 


billion. This compared with U.S. output worth 
US$71.54 billion (up 9.8 per cent), and 
Japan's hardware output of US$70.7 billion 
(11.2 per cent higher), 

Taiwan continued to dominate in key 
hardware sectors, the MIC said, leading the 
world in monitors, notebooks, motherboards, 
keyboards, audio and video cards, and desk- 
top and portable scanners, among others. 

The survey found Taiwan's IT and related 
sectors had grown 26.9 per cent over the year 
to a total of US$27.47 billion and predicted 
output would increase by 69 per cent over the 
next four years — to US$46.47 billion. 

While the total output was as usual dom- 
inated by IT hardware, comprising 88 per 
cent, computer networking products showed 
the fastest growth rate, up 50.9 per cent to 
US$1.47 billion. Taiwan's software sector 
also posted growth of just under 20 per cent to 
a total of US$3.4 billion. 

In other findings of the survey, the MIC 
reported industry chief executives were con- 
cerned with busine-ss models for future growth, 
the impact of changes in purchasing practices 
of large iniemaiional companies, and require- 
ments and structure of the peripherals sector. 
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Taiwan's developers get Big Blue support 

IBM has joined with the Taiwan government in a program to sup- 
port small-scale software developers. 

Under the program, software developers using IBM plat- 
forms will be able to promote themselves through IBM’s 
worldwide sales channels and receive training, personnel and 
software support. 

IBM signed the agreement today with the Ministry of 
Economic Affairs and Taiwan’s leading military research body, the 
Chungshan Institute of Science and Technology. 

Cynthia Erdman. IBM regional manager for solution 
provider marketing, said it was the first lime IBM had taken part 
in a development program aimed specifically at small and medi- 
um-sized companies. 

She said the agreement meant "more solutions that contain 
IBM technologies, more solutions for our customers, more solu- 
tions for the market-place.” 

“We want to see an increase in computerization in the market- 
place,” she said. 

Ko Shi-bin, from the SME center for Information System 
Training said; “The main purpo.se of this cooperative plan is to 
raise the technology capability and computerization of software 
[developers], as well as to broaden access of products to over- 
seas markets.” 

He said the Chungshan Institute would be able to provide 
.skilled software personnel, while IBM’s professional technology 
and global sales channels would “offer Taiwan software companies 
new opportunities to contest international markets." 

While Taiwan is the world's third largest information technol- 
ogy hardware supplier, the government has targeted the software 
sector as a priority for development, said lop economic official, 
economic affairs minister Wang Chih-kang. 
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Singapore's Information Technology Institute 
develops multilingual internet search engine 

The Intemei has spawned a multilingual search engine — iAgent, 
ideal for the Asian region, launched by Singapore's Information 
Technology Institute, the applied R&D arm of the National Computer 
Board. Some multilingual services and iAgent are designed to serve 
as effective information management tools. 

According to ITI's director. “iAgent fills a niche in this region 
where native languages often lake a backseat due to technology limi- 
tations." He expected the multilingual search engine to provide the 
missing link to advanced information management for organizations 
in the region, 

iAgent is available in three versions: iAgent Junior. iAgent 
Lite and iAgent Pro. iAgent Junior, a free version of the Internet 
search engine, allows limited numbers of documents on a local host 
server to be indexed and searched. However, according to ITl, it 
retains all other features of iAgent. These include the ability to 
index, retrieve and summarize documents in English, Chinese and 
Malay as well as to create a profile of users reading preferences 
which alerts them of potentially relevant documents. 

iAgent Lite incorporates the SmariSpider technology of iLs full ver- 
sion. iAgent Pro. and allows users to move beyond their local Web serv- 
er and retrieve documents from selected remote hosts. iAgent Pro allows 
unlimited documenis. unlimited database and unlimited users per site. 

iAgent has special relevance to ho.spilals as it can be used to 
deliver comprehensive medical information to doctors all over the 
world at the click of a button, says ITl. 

Licensing packages and a copy of iAgent Junior, for non-com- 
mercial use with licensing fee waived, are available at 
http://iagent.ili.gov.5g. 


Computers put more police on the streets 

Over the nexl few months, the Royal Hong Kong Police Force will 
computerize its databases and form a Police Data Network linking all 
offices in the territory. 

Hewlett-Packard will 
provide 200 Unix and 
Windows NT servers, about 
3,000 personal computers, 
related software, and con- 
sulting for this project. 

“The key goals of the 
force's IT strategy are to 
release police officers from 
repetitive administrative tasks 
said Ben Munford. assistant 
Systems). 

The database, known as the Formation Information Communal 
System, will contain public reports, complaints, and police reports. 
Although the interface is bilingual, the database will be primarily in 
English to facilitate searches, cm 
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Out with the old, in with the ...improved 

1996’s technologies, trends will mature and evolve in '97 


by Gary Davies 


The continued growth of the Iniernet. the 
onslaught of network computers (NCs) and 
increased processing power were the three 
areas most talked about when Canadian 
Computer Wholesaler asked vendors and 
analysts alike what would be hot in 1997. 

Yet, there were various levels of agree- 
ment when it came lime to ask how much 
influence each area would have on the indus- 
try as a whole. 

Michael O’Neil, senior vice-president at 
International Data Corp. (Canada) Ltd., said 
when it comes to the Internet we haven't seen 
anything yet, "The hype surrounding the 
Internet is only beginning to lake shape." 
Moreover, he added; "1 would go so far as to 
say its usefulness is finally starting to rise. We 
are starting to see it move away from simply 
advertising and more towards its use as a 
transaction tool." 

While Ian Hayes of A.C. Neilsen says 
he's not in the business of forecasting trends 
in the IT indu.stry, he says there are some 
obvious movements afoot this year. The infil- 
tration of NCs and the convergence of televi- 
sion and the Internet, are two major growth 
areas, Hayes says. 

But O'Neil says the models of machine 
presently being pursued by such companies 
as Sun Microsystems and 
IBM will see "limited 
cess in '97. 1 don't think you 
will see broad consumer 
acceptance, at least not right 
now." The early usage of 
NCs will likely be found in 
the corporate market for 
front-line applications, 

O’Neil says, noting banks 
and government will proba- 
bly be the first to jump on 

Ralph Hyatt is manager of product mar- 
keting for Compaq Canada Inc. and some- 
thing of a dissenter. He said he still sees a lot 
more hype around the technology than sub- 
stance. "Things like electronic commerce are 
going to come." Hyatt says. “But the Internet 
will continue to occupy a small percentage of 


what we’re doing (at Compaq), maybe two to 
three per cent.” 

Hyatt says the latest Canadian figures 
he’s seen indicMe only eight per cent of the 
population is on the Internet, “it’s still a fair- 
ly niche market. Even if it doubles in size 
this year, it’s .still quite small," In fact, the 
only area Hyatt can see Internet users capital- 
izing on at present is in the realm of service 
and support. “Industries in general are start- 
ing to use their Internet sites as a great way to 
support their customers," 

Hyatt says, in his opinion, the biggest 
debate in 1997 will focus around NCs. "1 
think there might be some limited applica- 
tions for them, but most of our clients still 
need that desktop power. Again. I think it will 
be a niche market, for the lime being. If any- 
thing, there might be some need for a net- 
worked PC as a second device in the home. 
There are some applications that could oper- 
ate off a striped down version.” 

But all this debate over technology 
futures has led Roy Rivers to ihe conclusion 
that the average PC buyer is beginning to 
mature and beginning to focus on how new 
technologies can make their lives easier. As 
the marketing manager for IBM Canada 
Ltd.’s Aptiva brand line, it is Rivers' job to 
find out exactly what the 
consumer is looking for 
when it comes to a home 
rc. He says with individu- 
als' lives getting busier and 
busier, "people are looking 
for convenience." 

It was on that basis that 
IBM developed its Home 
Director model of Aptiva. 
Through the use of strategi- 
cally placed modules, 
known a.s X-10 technology, 
the Home Director model automates the 
home without rewiring. For example, it can 
turn your lights on and off. start your coffee 
maker in the morning, or turn on the stereo 
system. “It’s a much more practical model for 
families — people who are looking to inte- 
grate their PC into the main areas of the 


home," said Rivers. 

To address that home integration, a lot 
companies of late. IBM included, have been 
changing the look of their rcs. Sleeker mod- 
els — black or charcoal grey, are being pro- 
duced as more and more individuals are see- 
ing their PC as a mere extension of their 
entertainment unit. Rivers says, '’Besides 
looking for lots of performance, people are 
also starting to think about what (the PC) will 
look like in their home. 

Microsoft is another company hoping to 
capitalize on the increased awareness and 
education of the PC user. If there is one prod- 
uct that might gamer the lion's share of hype 
this year, it could be Microsoft’s Office 97. 
Scheduled for release in Canada Jan. 16, 
Microsoft has made the integration of 
Internet technology an integral part of this 
suite. Along with its component applications 
(Word. Excel. PowerPoint and Access). 
Office 97 also includes Microsoft Outlook, a 
desktop information manager that integrates 
E-muil. scheduling, contacts, tusks and access 
to documents. As well, the Web technology in 
Office 97 allows users to save documents in 
HTML and publish them directly to intranet 

Andrew Dixon, product manager at 
Microsoft Canada Inc., said Office 97 was 
produced with the small business or home- 
business owner in mind. In fact, die company 
produced a Small Busine.ss Edition ju.st to 
meet those individuals'? needs. "We've spent 
the last year researching the needs of small 
businesses and talking to small-business 
owners.” Dixon said. 

"We heard they want three things: tools 
targeted to their needs, that are easy to learn 
and support and that give them the ability to 
leverage the power of the Internet." 

Indeed, expect to see those u.ser 
demands echo throughout the IT industry us 
we head into 1997. »» 


Cary Davies is a Calgary-hased Journalist 
who specializes in high technology and 
business reporting. 


Users are demanding 
tools that; 

• Are targeted to 
their needs, 

• Are easy to use, 

• Provide the ability 

to leverage the power 
of the Internet. 

— Andrew Dixon 
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This isn't your 1996 PC 

Bij [busts tie tifflits ifl [onpitei bsiso — 31! ieail|. 


Hold on 10 your hats, indications are 
there will be significant hardware 
changes during 1997, In fact, the com- 
puters for sale by the end of the year 
may be as dramatically different from 
1996's models as 1984's AT was from 
the previous generation. 

Indeed, for IBM-styled PCs — 
the last time there was a really big 
bunch of design changes was back in 1984. when Big Blue 
first introduced the AT, 

That first 286 gave us: the i6-bit ISA bus, still used on 
most PCs; CMO.S setup programs that allowed users to set 
,system configurations with software; high density floppy 
disks; built-in hard drives; extended memory beyond the XTs 
1MB limit; 16 IRQ channels; high resolution colour graphics; 
and a keyboard that still works with contemporary models. 

Today's models have faster, more powerful processors 
and hard drives, fancier video displays, and PCI 1/0 buses in 
addition to the vintage ISA slots. But in many ways, they are 
simply incremental upgrades of that original IBM-AT. In 
fact, it's only been in the last couple of years that software 
has finally gone beyond 16-bit compatibility with that first 
AT. finally supporting the full 32-biis that have been provid- 
ed by hardware starting with the 1987 386 models. 

The Impending Changes 

In the past year. Intel has rethought the motherboard — its 
ATX design sports an open standard that turns the board side- 
ways. It is incompatible with cases and power supplies that 
have been in use since the early 1980s. but provides more 
efficieitt cooling and easier access to the CPU and RAM. 

But that’s just the start of the innovations that we can 
expect over this year. 

Intel's MMX processor upgrades are replacements for 
the cunenl Pentium and Pentium-Pro models, with addition- 
al instructions optimized for multimedia. These are the first 
major additions to the Intel 80x86 processor instruction .set 
since the 32-bil 386 mid-way through the 1980s. For soft- 
ware designed to take advantage of it. MMX promi.ses much 
improved multimedia, 3-D and graphics performance. 
Competitors Cyrix and AMD are also promising their 
respective equivalenLs. 

The PCI internal bus hus become standard in the past 
two years, replacing the 486’s VLB local bus. and even 
appearing on new PowerMacs- Ii’.s got a lot of life in it; 
expect it to be around for several more years. Expect to see 
graphics adapters moving to the Accelerated Graphics Port 
(AGP) standard, however, for a more direct connection 
between the processor and the video card. 

And look tor systems supporting two different exiemal 
bus designs. 


The first. Universal Serial Pori (USP) is already start- 
ing to appear on new motherboards and systems, even 
though there aren't yet many peripherals to attach to it. It 
promises a simple, single, higher-speed way to connect all 
sorts of devices ranging from keyboard and mice to scan- 
ners. printers and modems to digital speakers- 

Further down the pipeline, but promising even higher 
speed, is FireWire, also known as IEEE 1394 (a name even 
its mother doesn’t remember). A 100Mbps connection (com- 
pared with USP's 12Mbps and a standard serial port's 
115Kbps), FireWire promises easy connection to more 
demanding devices, from the next generation of superfast 
hard drives and video input devices. 

With RAM prices low. look for systems that support 
laiger than ever amounts of memory (and look for software 
that will be demanding more and more RAM). New models 
of RAM will become increasingly important. Just as 72-pin. 
32-bit SIMMs replaced earlier 30-pin eight-bit SIMMs a few 
years ago. and EDO RAM replaced standard DRAM, new 
generaiion designs will become increasingly prominent this 
year. Watch out for acronyms like SDRAM (for 
Synchronous DRAM) and RDRAM (for Rambus DRAM), 
in physical memory modules called DIMMs (for Dual in- 
line memory modules) replacing today's SlMMs. 

As well, the Unified Memory Arehitecture (UMA) will 
simplify system design, by allowing computer subsystems 
like the video card to draw on the system's single memory 

Like RAM, hard drive prices are at an all-time low. 
Look for this to continue, with enhancements to both the 
SIDE standard and .SCSI high-end standard .supporting big- 
ger and cheaper drives-until both are replaced, at least at the 
high end. by FireWire-compatible drives. A more dramatic 
change will begin in 1997. however, with the appearance of 
the first DVD devices. 

These Digital Video/Versaiile Drive.s will be appearing 
in both computer and home entertainment versions-similar 
to (he current audio CD/CD-ROM models. But initially sup- 
porting 4.7GB of information and high speeds, they promise 
to revolutionize mas.s storage. And writable models should 
not be too far behind, along with improvements promising 
even higher storage capacities. 

And of course — add in other improvements, like 3D- 
aceelerated video and wide-pipe Iniemei conneciions. 

The result? By the end of the year, we'll be seeing a 
PC that will be significantly different than last year’s 
model, and will likewise herald whole new applications for 


Alan Zisimin is a compmer jtiumalisi and reewher living in 
\bncmiveK 
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Markets continue 
to look promising 
for high-tech 

However, brands have the most to gain 
as buyers increasingly spend their bucks 
on the big names in the industry. 

by Thomas Klein 


Some of the sales numbers 
are in for the holiday season, 
and we have had the most 
positive start in consumer 
spending in more than five 
year.s. 

In the U.S.. the all- 
important Thanksgiving 
Day weekend sales figures were better than the 
most optimistic projections. The best ncw.s is 
that "discounting" is not the reason that sales are 
increa.sing; in fad. the average ticket size is big- 
ger than expected. The trend so far has been for 
high-end products that will deliver long term 
value. Cheap price isn’t the only motivating fac- 
tor as it has been so far throughout the ’90s. 
Consumers are demanding quality and value, 
especially when it comes to computer related 
products. 

Normally. December and January are typi- 
cally slow months for corporate orders, but it 
appears that companies are taking this time to 
reevaluate their technology needs and formulate 
more complete .solutions. In the past, the reces- 
sion put a damper on large orders. But 1997 
looks like the turnaround year for the technology 
sector with a banner year for new orders as com- 
panies strive to maintain their competitive 
advantage. A low interest rate environment not 
only stimulates consumer demand but it frees up 
capital for companie.s as well. Money saved on 
servicing debt can be applied elsewhere. When 
corporation.s are asked which budgets will be 
increased for new year the overwhelming 
response has been technology upgrades. 

The fundamentals are in place for the tech- 
nology industry to have a great year in 1997. but 
— and there is always a but — I do not think that 
it will be a broad-based revival. Rather, a few 
companies will do a lot better than the average 
and some of the smaller companies will have to 
merge or be eventually squeezed out of business. 


With the cash crunch of the early '90s. price was 
the primary consideration. 

Unfortunately when choices are made 
based solely or largely on price, shortcomings do 
not take long to be realized. Technology buyers 
for corporations suffered for making thc.se deci- 
sions. The trend with both consumers and corpo- 
rate buyers today is to go with large brand name 
companies that will stand behind their products. 

The shift to large companies with brand 
name recognition has already been seen in the 
stock market. The ScoliaMcleod high-tech index 
(it tracks listed Canadian technology companies) 
is up 2.9 per cent from July. However, when the 
index is broken down, more interesting informa- 
tion becomes evident. The large capitalized 
companies are up 6.2 per cent compared with 
smaller capitalized companies up only 1.5 per 
cent. Many of the smaller technology compa- 
nies. have disappointed analysis with lower- 
than-expected growth and poor earnings. Itt the 
U.S.. this phenomena is even more evident. 
Dominant players are increasing their market- 
share and increasing profits while smaller com- 
panies struggle to get noticed. 

Brand name companies are going to do the 
lion's share of the business in 1997. In the U.S., 
the financial might of companies like IBM, Intel 
and Microsoft affords a competitive advantage 
which leaves most other companies fighting it 
out for the crumbs. The reason IBM was able to 
bounce back was not due entirely to restructur- 
ing or improvement in their product lines but in 
the fact that their huge client list enables them to 
have first crack at any new business. 

I think some the other big names in the 
industry that suffered a little in 1996 will turn- 
around next year, in specific — Digital 
Equipment. Hewlett-Packard and Motorola. The 
exception to the rule last year was Dell 
Computers. It was a young company that initiat- 
ed lighting fast inventory turnaround and a direct 
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MARKET OUTLOOK 


marketing strategy. It paid huge dividends for 
the company and made many companies lake 
notice and find ways to better manage their prod- 
uct cycle. I think that Dell caught a few compa- 
nies off guard last year but the gloves are off 
now and Dell will have a hard time repealing last 
year's growth rate. 

What products are Wall Street excited about 
for the coming year? 

In the communications category, Internet 
and intranet infrastructure will be the largest 
growth areas. The runner-up will be the next 
generation of wireles.s technology (PCS) 
although it will start off slowly in 1997 and build 
up towards the end of the year. In the hardware 
department look for notebook computers sales to 
jump as almost every salesperson and business 
person knows they're toast if they do not have 
one by 1997. 

I think that PC sales will be strong — con- 
trary to the great debate about the advent of net- 
work computers. NCs displacing the PC is a 
none-issue for the time being; Just look at the 
disappointing performance of the stock prices of 
companies developing NCs. The NC will find a 
market but I don’t think that the impact will 
occur in 1997. 


The hardest market to predict is software. 
Of course Microsoft will continue to hum along 
but there should be a few interesting surprises. 

In the consumer market-place — look for 
digital camera sales to increase as prices are 
coming down and features are improving. 

Resellers should be excited about the 
prospects for the coming year. Consumers and 
companies should have more money to spend. It 
will be refreshing to provide the best solutions in 
the context of more flexible budgets. 

I think that attitudes of business and the 
consumer are less negative and more construc- 
tive, which should result in more business being 
done for everyone. Even the Canadian govern- 
ment seems to be doing a belter job. 
Internationally, Canada is being touted as the 
country with the best future in the coming year. 
All the.se elements are positive for the stock mar- 
ket and a positive market creates financing 
opportunities for the development of more busi- 
ness and new products If all these prospects 
come together we will all have a truly Happy 
New Year, tc* 

Thomas Klein is an investment executive with 
SvoliaMcleod. He can be reached at 
tomk& webhaven.com. 
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THE NETWORK COMPUTER 


Java, The Network Computer 
and The riiTTilBiflll League 


October and November saw a Hurry of 
Network Computer (NC) and Java software 
announcements by major vendors such as 
IBM, Sun, Oracle and Corel. A broad coali- 
tion of companies is moving as quickly as it 
can to create an alternative to the 
Windows/Intcl platform that has captured 
most of the desktop PC market in the last 
decade. To hear NC boosters talk, the PC as 
we have known it is a doomed dinosaur, an 
overpriced, overly complicated luxury that 
serious businesses can’t afford as a main- 
stfeam technology. 

The subtext of this vociferous disrespect 
for the PC, however, is far from charitable. 
Quite consciously, many of the large vendors 
in the computer industry are trying to use the 
network computing model to cut the surging 
Microsoft Goliath down to size. 

Scott McNealy, the founder and CEO of 
Sun Microsystems, for example, is famous 
for referring to Microsoft a.s nothing more 
than ‘‘a post office box for royalty checks." 
McNealy has .subsidized the development of 
Java, and enthusiastically promoted it as the 
new open standard for business software 
development. In a way. the NC coalition is 
paying cheeky tribute to the lime-honored 
Microsoft tradition of the "pre-emptive press 
release," trying to influence industry opinion 
with some clever public relations and market- 
ing hype well in advance of having a really 
functional solution. 

The network computer crowd has cer- 
laialy managed to get Bill Cates' attention 
however, even if the business community is 
still undecided about the merits of the 
NC/Juva versus Winiel debate. Ever since 
Gates became conscious of the potential of 
the Internet and Java to undermine his huge- 
ly successful PC software sales model, Gales 
has worked nonstop to turn Microsoft around 
and meet the threat from the 'Net. 

The Real Big Reality Check 

A basic fact to keep in mind is that in today's 
real world, the network computer and Java 
are still a twinkle in developers’ eyes, while 



the Windows PC is 
heading for its sec- 
ond hundred million 

Gates chose 
his keynote speech 
at this fall’s Comdex 
in Las Vegas to 
forcefully present 
the Microsoft argu- 
ment against the NC 
crowd. Without giv- gin gates 

ing his competitors 

free publicity by referring to them directly by 
name. Gates’ whole speech was aimed at 
reinforcing the notion that the glorious future 
of computing lies with the PC and Windows, 
rather than the NC. "People have looked at 
the PC and said that something is missing, 
and that we should throw it out and start with 
something new." he stat- 
ed- However, ‘‘the PC 
platform has proven 
superior. The software 
developers have played 
a big part in this. You 
can use any program- 
ming language and the 
T-J economies of scale are 
such that advanced tech- 
nologies can move into 
the market with little markup.” 

Gates made the point that while there are 
indeed applications for which diskless work- 
stations or "thin clients" like the NC are suit- 
ed. the supposed savings of a diskless com- 
puter are greatly offset by the costs of faster 
neiwork.s and more overworked servers. In 
order to be fully useful. Gales asserted, new 
network computing devices will need a high 
degree of compatibility with Windows appli- 
cations. Gales characterized much of the 
impetus behind the NC movement as a 
scheme by makers of network servers and 
networking and database software to sell 
more of their products. 

Fur from the Windows PC being on the 
way out. Gates asserted. 1996 was the year of 



MsIviWk SUlion 


its greatest technological 
advance. Improvements in 
hard drive and processor tech- 
nology. the drop in RAM 
prices, the instant doubling of 
modem download speeds with 
US Robotics’ X2 technology 
— all of these developments 
are evidence of the unstop- 
pable momentum of the PC, he 
said. Gates then took the high 
road, spinning a vision of the 
future of Windows. He paid 
tribute to the visionaries of the past decade, 
including Apple, who laid the groundwork for 
the future of pervasive networking and intel- 
ligent software. 

The greatest irony in the competition 
between Microsoft and the network comput- 
ing alliance is that the two camps are so inex- 
tricably connected. The NC is shaped by a 
perception of weaknesses in the 
Windows/Iniel platform, and the desire to 
prevent Gates from becoming even more 
dominant. 

Microsoft’s every action now is driven 
by the need to counter the arguments of the 
NC crowd nipping at Gates’ heels. 

Is Web technology threatening Microsoft’s 
kingdom? 

Well, then make Windows Web centric and 
Web-browser-Iike. 

Is the PC is too expensive and complicated 
to administer? 

Weil, then get together with Intel and devel- 
op a "zero maintenance" PC. In their epic 
struggle, Microsoft and the NC crowd are 
forcing each other to develop better, more 
affordable product that their cu.stomers actu- 
ally need. 

This is called competition — and 
according to most industry watchers — that’s 
a good thing. CIW 


Jeff Evans is Toronto Editor for Canadian 
Computer Wholesaler. He can he reached at 
Jeff@icpnn.ca, 
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ACCOUNTING 


Home-based business 
a growing market for 
accounting software 

by Paul Weinbe)-g 



When it comes lo Windows-based entry-level 
accounting packages in Canada, industry 
watchers say it’s a three-horse race for the 
lead — and the three big contenders are: 
Simply Accounting (from Accpac 
International, a division of Computer 
Associates); MYOB (BestWare) and 
QuickBooks (Intuit Canada). 

While the manual approach, involving 
pen and paper was common until the late 
1980s, it has since declined sharply in popu- 
larity. The inexpensive $200-and-under 
entry-level products — subject to much 
price-cutting in the retail oudets — mtikes 
them attractive for many small- and home- 
based business, which are the major pur- 
chasers of accounting software products. 

Sales for accounting software through 
the reseller channel have slipped by seven per 
cent in the first eight months of 1996, com- 
pared to the same lime period in the previous 
year, according to the Markham. Ont.-based 
A.C. Nielsen Co. of Canada. But simultane- 
ously. 52 per cent of purchasers of these 
products are home-based businesses versus 
35 per cent for small business, compared to 
46 per cent for home and 41 for small busi- 
ness in 1995. 

The Home Business Buyer 

With the downsizing of government and 
large corporations, many former middle man- 
agers and professionals are setting up their 
own home-based 
companies and 
seeking accounting 
packages “to main- 
tain control oh their 
finunces,” .says John Schoutsen, vice-presi- 
dent for micro financial sales and marketing 
for Accpac International. He adds there is an 
increasing demand for user-friendly applica- 

Ironically, Simply Accounting, the 
widely acknowledged market leader in entry- 
level accounting, has lost market share 


because of its complexity and insufficient 
features, according to its competitors and 
some consultants. 

Nobody has exact numbers detailing 
Simply Accounting's curreoi Canadian 
strength, since the major computer industry 
research organizations have not done any 
recent studies on buying patterns for account- 
ing software in Canada. But the Bolton, Ont.- 
based chartered accountant Tyne Bonebakker 
says he has noticed less interest among 
clients in Simply Accounting because of 
what he pointed out as technical deficiencies 
in financial reporting features and an 
“Orwellian" approach to the audit trail. 

Bonebakker said he much prefers 
MYOB because of its “beautiful user inter- 
face” and 100-year database. “Most account- 
ing packages are restricted to the current year 
and last year." 

Bonebakker blames much of difficulties 
in many accounting packages on accountants, 
who still hold strongly lo the principle of a 
permanent record of aQ financial matters 
including invoices, purchases, expenses, 
taxes, loans and payroll, warts and all. 

From the perspective of his colleagues, 
when subsequent correcdons are made to the 
accounting, both the original error and the 
change should both be available to the 
accountant or the auditor for perusal in the 
interest of accuracy. 

But Bonebakker finds that his small 


business clients dislike this rigidity. To make 
the point, he quoted an anonymous user of a 
rigid accounting system who mutters about 
how it is possible lo make changes in every 
computer application except accounting. 

At the other end of this debate, 
Schoui.sen at Computer Associates defends 
having “an accurate audit trail," and counters 


that people who want total flexibility in an 
accounting program “might as well as use an 
word processing program instead." 

Echoing Bonebakker's assertions are 
Simply Accounting’s competitors them- 
selves. ‘Traditionally, the accountants have 
concentrated on control, not ease of use." 
says Lee Horigan, product manager for Intuit 
Canada Ltd. 

Greg Michetli, an Edmonton VAR and 
president of Michetli & Associates, said some 
small businesses have been advised to buy 
"overkill” Accpac packages when all they 
needed was an entry-level product. 

And Toronto chartered accountant 
Richard Morochove, president of Morochove 
& Associates Inc,, notes that even MYOB 
and QuickBooks “have supplementary fea- 
tures where you can retain an audit trail," 
Morochove said he has been privy lo the 
fifth and latest version of Simply 
Accounting, to be released in March and 
states it is a vast improvement technically. 

Nevertheless, he does not let Simply 
Accounting entirely off the hook. Computer 
Associates is finally getting its act together 
after a period of serious neglect, which led to 
diminished sales, he states emphatically. 
Computer Associates' tardiness, he said, has 
made the entry-level accounting market a 
three-way contest, whereas more than three 
years ago Simply Accounting was almost the 
only game in town. 

In addition, 
comparing the 
merits of various 
accounting pack- 
ages is purely sub- 
jective, warns Morochove. Simply 
Accounting, for instance, provides much 
flexibility in terms of customizing the invoic- 
ing opdon. while QuickBooks contains only 
three choices. “It is a personal preference (as 
to) which is better,” he says. 

Previously, among the top three — only 
MYOB and Simply Accounting were avail- 


52 per cent of accounting software buyers through the retail channel 
are running home businessfferaccording to A.C. Neilsafl^'^*"' 
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able in lull Canadian versions, suitable for this couniry's system of 
payroll and taxation. Now. QuickBooks. version 4.5 for Windows, has 
arrived with full Canadian features as well. It includes automated 
GST/PST tracking and Canadian payrolls options, as well as profes- 
sional estimating, time tracking and automated job costing tools. 

But Canadian payroll is not an issue, says Morochove. for the 
growing number of small business which have no employees and rely 
entirely on contract workers. 

Toronto’s BestWare’s recently announced MYOB Accounting 
Version 7 for Windows and MacOS includes an Easy Setup Wizard. It 
starts by helping users select one of 100 start templaie.s. or helps them 
create their own. It then walks users through a setup of opening bal- 
ances and linked accounts to help users specify system pref- 
erences. so they can tailor the program 

The company says new tools in the product include: 
expanded on-line help system, cue cards for .siep-by-siep 
instructions to common task.s. and a multimedia learning 
centre. The software automatically handles calculation of 
GST and PST on sales and purchases, plus full manufactur- 
ing build and backordering capabilitie.s. and has the ability 
to set credit terms per customer or per invoice. 

On the bilingual front is Dynacom Accounting Gold 
for DOS and Windows, from Montreal's Dynacom 
Technologies Inc. Modules include: General Ledger, 

Accounts Receivable. Accounts Payable. Invoicing. Inventory, 

Job Costing, Payroll, Budgets and Forecasting, Custom Form Design 
and Report Generator. According to the company, the product is: easy 
to use and install, fully bilingual (French and English), allows for an 
unlimited number of transactions, is networkable, and is .supported by 
on-line help. 

New on the block is Integrated Office Accounting from 
Markham, Dm. -based MTW Solutions Online Inc. (a sister company 
to DacEasy Canada), The Windows 95('Wmdows NT package is aimed 
at small-mid-sized businesses (typically under 50 employees), said 
national sales manager Tony Bone. Because the application was writ- 
ten in Microsoft Access, Bone said; ‘‘ll integrates seamlessly to the 
Microsoft Office suite and it's easily customized for different clients." 

Integrated Office Accounting will be launched this month, priced 
at $1,495 for a single-user version. The company hopes to sell the 
product through VARs, accouniants, consultants and vertical applica- 
tion developers, said Bone. 

And. recently launched is DacEasy Accounting 7. by Dallas- 
ba.sed DacEasy Inc. New features in that small busine.ss package are: 
■ the ability to include posted and unposted 
data when financial reports are printed; 

• a running balance on General Ledger 
activity reports; 

• date-sensitive beginning balance on 
General Ledger activity reports; 

• aging of invoices by transaction dales; 

• open invoice aging; 

• flat amount price breaks; 

• salesperson-tracking for back orders. 

• new indexing for faster printing and posting 
of transactions; and, 

• a customizable Bill of Materials. 

Accountants’ Role 

Accountants may be a notoriously conservative bunch, but many have 
taken to including information technology as part of their consulting 


services. It’s not uncommon for a small business to have items like 
invoices, sales, expenses, purchases, payroll and taxes recorded elec- 
tronically and then provided on a disk to an accounttuit at tax return 
time. That professional might also recommend a software package, 
although an increasing number of ’’sophisticaied" clients prefer to 
shop around before making a decision on a purchase, according to 
Tom Dagenais. a partner in Deloitie & Touche's consulting services. 
Except for configuration which can be complex, the leading 
Windows-based entry products are easy to use and require little train- 
ing. he says. 

While the accounting software industry was a late adopter of 
Windows, now: “Windows is the single biggest trend." adds Dagenais, 
who observes that accounting software vendors which 
still only have DOS products will soon disappear. 

The Future 

Many of the interesting developments are occurring 
in the high-end accounting software products. 

But as cosLs drop, those features will eventually 
percolate down to the entry-level. As electronic com- 
and PC banking grows with the 
Inlemel/iniranet. it will eventually be possible, says 
Morochove, to conduct one’s transactions on-line and 
have them recorded automatically into the company’s 
accounting system without any data entry required. 

Paul Weinbera is a joumalisi specializing in high-technology report- 
ing iintl business, based in Toronto. 
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Today's increasingly mobile workers want access to a powerful comp uter, 
^^^fuUbey want to be 'connected' — in t he of ficer or on the road. 


The price and performance gap between notebooks 
desktop computers is becoming increasingly shorter.' 
Notebooks arc packing more power; costing less and are 
appealing to more people. Last year's touted Pentium desk- 
top system is today’s standard notebook offering. 

Portability is the present, and the future. As a result, 
resellers should prepare themselves for the upcoming 
increase in demand for mobile computing solutions being 
driven by the trend toward 'getting connected.' 

More and more today, notebooks are being manufac- 
tured and bundled feature-rich. They are getting cheaper — 
gone is the lime when notebooks used to cost double the 
price of a comparable desktop computer. They are weighing 
less — typically around five or six pounds. They are boast- 
ing larger and more vibrant di.splays, fast CD-ROM drives 
networking friendliness, long-life lithium ion batteries, larg 
er and removable hard drives, PC cards that do it all, \ 
less mice, communications ports, printing, and the list 
tinues. Let's face it, notebooks are getting powerful. 

The wide array of notebook configurations available is 
making the investment in a notebook an attractive option for 
professionals in a broad range of both vertical and niche 
markets. The notebooks we te.sted ranged from the muliime- 
dia-loaded IBM Thinkpad 760ED, ideal for the mobile sales 
presentation, to the need-for-speed machine, the NEC Versa 
6030H, to the low budget pro, the Dell LM133ST. They go 
from the ultra-rugged, magnesium alloy-shelied Panasonic 
CF-25 (for the market requiring a notebook that can really 
take a beating, is suitable for combat and capable of a with- 
standing some physical abuse) — to the all-in-one solution, 
the Euroeom 6200T. We saw the ulma-sleek and lightweight, 

1 .3-inch thin performance box — the IBM Thinkpad 360 
ideal for the mobile executive; and the everything-without- 
Ihe-price Impulse DuoNote. 

Why are we seeing such a rapid growth in notebook 
computing muscle? 

Simple: the demand for high-powered mobile comput- 
ing in a small package has increased — driven by a .shift 


towards mobility, networkability, and Internet communica- 
tions. The SOHO market is growing, and fast. Working from 
home with the ability to lake work back-and-forth to-and- 
from the client requires electronic agility-notebooks. 

Companies are looking to lake advantage of readily 
available Internet access in the effort to sustain competitive- 
ness and productivity, and are equipping their sales and mar- 
keting teams with electronic mobile power. 

In this lab test, we asked for notebook machines that 
can be considered replacements for the desktop and we 
received many that fit the bill in terms of speeifications. The 
mainstay of our survey this month are powerful 133MHz 
machines configured with 2GB hard drives. 8X CD-ROMs 
and TFT screens. However, our benchmarks suggest the lat- 
est generation of travel companions still miss the mark in the 
area of performance. Remember, no matter how much you 
spend, a desktop in any given class will always outpace a 
notebook by a large factor. 

On BAPCo Sysmark32, a score (Sysmark) of 100 is 
equal in performance to a base-configured Pentium I OOMHz 
desktop machine. Most of the notebook.s (touting higher 
CPU speeds) failed to reach this level. 

In the lab we used BAPCo Sysmark/32 running under 
Windows 95 to benchmark the notebooks. This is a grueling 
test and invariably, some computers fail to make it clean 
through the benchmark. Notebooks in particular have a hard 
lime with the benchmark as they use more proprietary schemes 
than desktops. This isn't to say that a computer that can't clear 
the henchmark is 'no good.’ but it is indicative of possible 
incompatibilities between the hardware and certain software. 
Making sense of the benchmark resuli.s is quite easy. The 
higher the Sysmark32 .score, the faster the system. The ref- 
erence system, as mentioned earlier, is a Pentium I OOMHz 
system, which is equal to a score of 100. A system that 
scores 200 is twice as fast. 
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LAB TEST. 

Impulse Computer DuoNote 



Suggested Retail Price: 

S5.995 

Street Price: 

$5,495 

Marketing Support For Resellers: 

• Co-op advertising. 

• Marketing funds. 

• Reseller referrals. 

• Listing on Web site. 

• National advertising. 

Maintenance Relationship With 
Reseller: 

• Three-year warranty includes parts and labor. 

• 1-800 technical support. 

• Web .site includes technical support and 

Volume Discounts: 

Handled by distributor. 

Demo Unit Availability: 

There’s a five per cent discount off the nor- 
mal dealer price with one model per location. 
What Is Impulse's View Of The 
Desktop Replacement Market? 

Impulse says: "We foresee significant growth 
based on lower total costs for corporate 
buyer/user. 

"Our multimedia systems are positioned both 
as a notebook per .se with our DuoNote, and 
as a desktop replacement with our upcoming 
Power lite 6000." 

What Are The System's Strengths? 

The company points to: 

• Two-in-one product design. 

• Integrated neiworking. 

• Internal fax modem. 

• Large hard drive, PI 33. and 16MB of RAM 
standard. 

Editors' Notes: 

This is a very complete all-in-one unit, fea- 
turing a built-in 28.8Kbps modem and 
built-in lOBase-T Ethernet adapter. The 
unit itself is light-weight, and features an 
additional docking station with port repli- 
cator. The 2.1GB hard drive will be more 


than adequate for storage requirements. 
Overall, this notebook is very well 
designed, both from an engineering stand- 
point and in terms of an aesthetically pleas- 
ing layout. 

IBM ThinkPad 760ED 



Suggested Retail Price: 

$8,999 

Marketing Support: 

• Co-op advertising. 

• Trade show support- 

• Marketing funds. 

■ Reseller referrals, 

• 1-800-tie-in. 

• Listing on Web site. 

• POP displays. 

• National advertising. 
Maintenance/Technical Relationship: 

• Three-year warranty. 

• Warranty include.s parts and labor. 

• Reseller can offer .service. 

• Training seminars. 

• 1-800 technical support. 

• Fax-back. 

• Dedicated technical BBS. 

• Dealer specific space on Web site. 

• Web site includes tech info. 

• Web site includes drivers. 

• Easy ServCourier Warranty — IBM covers 
the cost of a courier to pick up and return 
machine to the customer site. 

Demo Unit Availability: 

One week availabiliiy. 

What Is The System's Role In The 
Market? 

IBM says; “The ThinkPad 760 delivers 
top-notch advanced hardware solutions to 
meet multifaceted needs. Multimedia fea- 
tures include a high-speed 6X CD-ROM. 
Total Image Video with MPEG 2 support 
for smooth full motion, and full screen 
playback of MPEG I and MPEG 2 files. 
The 64-bit graphic engine gives the ulti- 
mate in video graphics performance- You 
cun also capture still images from VCRs 
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and video cameras. The high-speed 
Pentium processor, PCI architecture and 
PC-card Bus technology easily support the 
performance requirements of multimedia 
applications. Also included are: Theatre 
Sound for business audio. Sound Blaster 
Pro MIDI and WAVE support, and telepho- 
ny functions like full duplex phone, digital 
answering machine and remote message 
retrieval." 

What Are The Notebook's Strengths? 
According to the company: 

• An ergonomic design. 

• 104MB EDO RAM. 

• A2.IGB hard drive. 

• A 6X CD ROM drive. 

•A 12-inch XGATFT that provides ultra-fine 
1024 hy 768 resolution. 

•Automatic tilting keyboard with built-in 
palm rest. 

Editors' Notes: 

This unit can be considered the "Cadillac” 
of IBM's notebook line. The 760ED has fea- 
tures not easily found on many notebooks — 
for example, the active-matrix TFT screen 
is capable of internal resolutions of 
1024x768 for exceptionally sharp images. 
The unit also has a built-in 28.8Kbps DSVD 
modem and built-in 6X CD-ROM drive. The 
total amount of RAM in the machine is con- 
figurable, up to a maximum of 104MB. In 
terms of raw performance, it ranked second 
fa.stest in our benchmark test suite. It's a 
very solid, high-quality product like you’d 
expect from IBM. 

IBM ThinkPad 560 



Suggested Retail Price: 
$6,399 

Marketing Support: 

• Co-op advertising- 

• Trade show support. 

• Marketing funds. 

• Reseller referrals. 

• I -800 tie-in. 

• Listing on Web site. 



COMDE 
All 


PacRim '97 

It's alt here — everything you need to stay on top of the latest computer and communications tech- 
nologies! From the world's #1 educational conference to empowering tutorials...from technology 
solutions to IT's hottest new products...from keynotes by three Industry leaders to a PowerPanel... 
and much more! COMDEX/PacRIm '97 is designed to give you an in-depth understanding of key 
issues, tactics, and strategies, plus the knowledge to choose the products that will provide the most 
effective payback foryourtechnoiogy investment. 



ogeth 



^COMDEX 



THE COMDEX/PACRIM 
EXHIBIT FLOOR 

* See over 250 exhibiting companies! 

Apple, Borland, Canon, Hewlett-Packard, 
Intel, Microsoft, Novell, and more! 

’ Access thousands of products — 

Preview everything, from Windows NT to 
Pentium Processors, Microsoft Explorer 
to Java... and morel 

■ The world's #1 dedicated technology areas 
featuring COMDEX Internet, COMDEX 
Communications and Network Computing, 
COMDEX Multimedia, and the Microsoft 
Partner Pavilion. See "live" demonstra- 
tions in action! 


THE COMDEX/PACRIM 
TECHNOLOfiV CONFERENCE 

* A world-class educational forum of seven 
tracks and over 30 sessions — providing 
the ideas, strategies, and educational 
support you need to maximize today's 
new technologies! 

• Pre-show, in-depth Technical Tutorials 
focusing on the tools, tips, and techniques 
that will enhance your technical knowl- 
edge and business skills! 

• PowerPanel — Issue-filled discussion 
and debate on Changing Technologies, 
Changing Lifestyles: 1975-2025! 

* Keynote Addresses by lleneH. Lang, 

Vice President, Digital Equipment 
Corporation; Jeff Dossett, General 
Manager, Microsoft Canada Inc.; 

and Scott Frame, Vice President, Office 
Document Products, Xerox Canada Ltd. 


jhCn’ 


oftheir respective companies. ei996 SOFTBANK COMDEX Inc. -300 First Avenue. I 


hani.MA02194-2722USA PIUS78' 
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• POP displays- 

• National advertising. 
Maintenance/Technical Relationship: 

• Three-year warranty includes pans and labor. 

■ Re.seller can offer service. 

• Training seminars, 

• 1 -800 technical support. 

• Fax-back, 

• Dedicated technical BBS. 

• Dealer-specific space on the Web site. 

• The Web site includes technical information 
and drivers. 

•Easy ServCourier Warranty — IBM cov- 
ers the cost of a courier to pick up and 
returning the machine to the customer’s 
site. 

What Is IBM's View Of The Desktop 
Replacement Market? 

IBM says: "As mobile computers are 
designed more and more with ergonomics in 
mind, individuals can truly use them as desk- 
top replacements without the discomforLs 
and inconveniences of the past. The 
ThinkPad 560 offers full size keyboard and 
large easy-on-the-eyes SVGA display. The 
enhanced video chip speeds up video play- 
back of AVI and MPEG files required for 
playback of MPEG files and Sound Blaster 
Pro support is also included making the 
ThinkPad 560 an ultra portable multimedia 
alternative." 

What Are The System's Strengths? 

The company says: 

■ A lightweight thin design (4. 1 pounds, in a 
1.2-inch thin package). 

• A full-sized keyboard with palm rest. 
Editors' Notes: 

The ThinkPad 560 gives new meaning to 
the term 'slim.' At first look, it's hard to 
imagine the amount of raw power 
enclosed in such a small unit, but believe 
us, it's all there. The unit features a 
l33MHz Pentium processor with 16MB of 
RAM and built-in 16-bit sound. If porta- 
bility is a concern, this is definitely a unit 
worth considering. 

KTX 

Suggested Retail Price: 

PlOO with 10.4 inch TFT: $3,499 
P133with 12,1 inch TFT: $4,899 
Street Price: 

PlOO: $3,290 
P133: $4,590 
Reseller Price: 

PlOO: $3,139 
Pi33: $4,139 

Marketing Support For Resellers: 

■ Co-op advertising. 

• Trade-show support. 

• Reseller referrals. 
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• Regional advertising. 
Maintenance/Technical Relationship 
With Resellers: 

A two-year warranty includes parts and labor, 
and is supported by 30 branches worldwide. 
Volume Discounts: 

They’re based on total monthly purchases. 
Demo Unit Availabilrty/Restrictions: 
Demo units are available to authorized deal- 
ers for a seven-day period. 

What Is KTX's View Of This 
Market? 

KTX says: "The narrowing of the price 
gap between a similarly configured desk- 
top and a notebook ha.s made the latter a 
viable option for certain business applica- 
tions. Nevertheless, constrains on 
upgrades and the size and quality of the 
display plays an important factor in its 
share of the market for mainstream busi- 
ness users, especially those with intense 
graphics requirements." 

What Are The Notebooks' Strengths? 
The company says: 

■ Screen size ranging from 10.4 to 12.1 inches. 

• Pentium processors are offered in lOOMHz, 
i20MHz, and 133MHz options. 

• There is a built-in touch-pad. 

Editors' Notes: 

KTX notebooks are distributed worldwide by 
Edge Wholesale. The two models we 
received were very similar, with the differ- 
ences being in processor and RAM configu- 
rations. Both models include removable 6X 
CD-ROM and floppy drives, and can be 
expanded to 80MB of RAM. The pricing on 
these notebooks makes them an attractive 
option. 


Compucon 



Reseller Authorization: 
Geographically based. 
Suggested Retail Price: 
$5,199 

Street Price: 

$5,199 


Marketing Support: 

• Cost-sharing dealer exhibition. 

• Marketing materials. 

• End-user lead referrals. 

Maintenance Relationship With 
Reseller: 

Product information and updates are provided 
promptly, says the company. 

Demo Unit Availability: 

One notebook per reseller at a 10 per cent 
discount. 

What Are The Notebook's Strengths? 

Compucon says: 

• The ZV (zoom video) port. 

• Video/S-video output, which is ideal for 
presentation through a TV, 

• Alarge 12.1-inch TFT display. 

Editors' Notes: 

This is a notebook with everything built in. 
The unit features an internal floppy and a CD- 
ROM drive, a 133MHz processor and 24MB 
of RAM. For presentations, the system will 
allow you to redirect output to a TV through 
a video port located on the back of the unit. 

Toshiba Tecra 500CDT 



Suggested Retail Price: 

$6,299 

What Is Toshiba's View Of This Market? 
Toshiba says: 'Toshiba of Canada 
Information Systems Group believes mobile 
workers need access to the benefits of multi- 
media computing any lime and any place they 
choose. Even though they’re on the road, 
those users should not have to accept any 
compromise in their computing power. 
Internal CD-ROM, integrated sound and 
ultra-fast Pentium processing means Toshiba 
multimedia machines allow power mobile 
users to easily replace a desk anchored multi- 
media computer, especially when they com- 
bine their portable PC with the connectivity 
and versatility of a Desk Station V Plus, 
Toshiba's docking solution." 

What Are The System's Strengths? 
The company says: The Toshiba Tecra 500 
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Series is pari of Toshiba's Tecra family of 
Pentium-powered multimedia PC! note- 
books. all of which offer a no-compromi.se 
desktop replacement solution for power 
mobile users. The Tecra 500 CDT features: 
120MHz Pentium power, a 6X CD-ROM. a 
12. 1 -inch 800x600 resolution display. 25KB 
pipeline burst level 2 cache, an advanced HiQ 
Video multimedia PCI video controller, a 
large capacity hard drive, and 32-bil burst 
Level 2 cache. 

Editors' Notes: 

Due to popular demand, we were unable to 
obtain a l33MHz Toshiba, so we had to settle 
for the next best thing, this 120MHz Tecra 
500CDT. It features I6MB of RAM. 256KB 
of Level-2 cache and a built-in 28.8Kbps fax 
modem. Performance was on par. as can be 
expected from a 120MHz machine. 

Hyperdata Model 759MX 



Suggested Retail Price: 

.52,889 
Street Price: 

$2,860 

Reseller Price: 

$2,600 

Marketing Support For Resellers: 

■ Co-op advertising. 

• Trade-show .support. 

• Marketing funds. 

• Reseller referrals. 

■ 1-800 tie-in. 

• POP displays (brochures, posters). 

• Marketing funds. 

• Sales rebates. 

■ Sales spiffs. 

Maintenance/Technical Relationship 
With Resellers: 

• Three-year warranty, includes parts and labor. 

• Optional on-site wananiy. 

• Resellers can offer service. 

• 1-800 tech support, 

• Fax-back. 

• Optional cross shipment warranty. 

■ Pending Web site. 


Volume Discounts: 

Volume discounts are available on u case by 
case basis. 

Demo Unit Availability / Restrictions: 

• Demo unit discounts are available. 

• The unit has to be in the store for three 
months. 

What Is Hyperdata's View Of The 
Market? 

Hyperdata says: "Due to the powerful capa- 
bilities of the multimedia notebook and a 
smaller price difference between notebooks 
and desktops, demand for notebooks has out- 
stripped our supply for the lost six months. 
Our notebooks are positioned to replace the 
desktop and offer a value in terms of price, 
value, and features." 

What Are The Notebook's Strengths? 

• Built-in CD-ROM and floppy drive (no 
need for .swapping). 

• Built-in stereo sound, speakers and micro- 
phone as well as ports for external devices. 

• Built in infra-red ports for pointing devices, 
file transfer and printing. 

Editors' Notes: 

Hyperdata’s model 759MX features u 
133MHz processor, 16MB of RAM and 
256KB of Level-2 cache. The unit has a 
large 2.IOB hard drive, and 2MB of EDO 
RAM for the video subsystem. Both the 
floppy and 6X CD-ROM drives arc built- 
in. Performance wasn't spectacular, but 
when you consider the price, it's a fair 
tradeoff. 


Panasonic CF-25 

Reseller Authorization Requirements: 
A credit application is required. 

Suggested Retail Price: 
CF25CG82AAM; $5,250 
CF25EC02AAM: $6,000 
Street Price: 

CF25CG82AAM: $4,999 
CF25EG02AAM: $5,649 
Marketing Support For Resellers: 

• Co-op advertising. 

• Marketing funds. 

• Reseller referrals. 

• I -800 tie-in. 

• POP displays, 

• National advertising. 
Maintenance/Technical Relationship 
With Resellers: 

• Three-year warranty includes parts ;md labor, 

• 1-800 technical support. 

• Dedicated lechnicai BBS. 

• Web site includes technical information. 

• Web site includes drivers. 

Volume Discounts: 

They are .seasonally weighted: (Ql — 29 per 
cent Q2 — !9 per cent, Q3 — 22 per cent. 


Q4 — 30 per cent). CUP levels range from 
one per cent to six per cenL and are paid quar- 
terly. based on volumes ranging from 
$200,000 to $700.0(X) annually. 

Demo Unit Availability: 

Panasonic offers a demo unit discount program. 
What Is Panasonic's View Of The 
Market? 

The company says: "The market for desktop 
replacement notebooks is expanding, espe- 
cially in the corporate segment. Our products 
are positioned as full presentation machines 
(MPEG video), and are targeted at the corpo- 

WhatAre The Notebooks' Strengths? 

• MPEG video. 

• Rewriteable 650MB optical. 

• 8X CD-ROM. 

• MPEG Handling (Z.V. or MPEG pack). 

• Rugged design for added protection. 

• 12,1-inch XGATFT display. 

Editors' Notes: 

Panasonic's CF-25 is a rugged machine, 
capable of withstanding all kinds of torturous 
conditions such as rain. dust, spills, and even 
three-feet drops onto concrete doors. This 
particular unit has a 133MHz processor with 
SMB of RAM as standard. The unit lacks a 
Level-2 cache, which certainly affects overall 
performance. The floppy drive is built-in. but 
the system lacks a CD-ROM drive. If outdoor 
computing is your thing, then this notebook 
was designed for you. 

Eurocom 6200T 



Reseller Authorization Requirements: 

Resellers must have been in business for two 
years, with at least one staff member having 
good technical and product knowledge. 
Pricing information und specification hand- 
outs need to be available on location. 
Marketing Support: 

• Co-op advertising. 

• Trade-show support. 

• Web site listing (coming soon). 

• Maintenance/technical relationship 
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“QUALITY 


SERVICEWU DESERVE" 


ATX OEM CASES 



FAX MODEM CARD 

1 


U-LINK 


SUPRA EXPRESS 


IBS^ 


mow 



THUNDER LINK 


Ether-SH4 / Ether-SH8 


10Base-T, Rack-Mount 
Ethernet Switching Hub 


Phillips 
Acen i* 

TOSHIBA 

Panasonic 



CD-ROM 



SOUND CARD 




HARD DRIVE 


***«»• Q QUANTUM tSK NEC SMjale 



MOTHER BOARD 


y^JS GIGABYTE SJGG 



#118 - 13982 Cambie Road, Richmond, B.C. V6V 2K2 
Tel: (604) 279-0320 Fax: (604) 279-0321 






Wholesale Blowout 

Software 

Microsoft Windows NT 4.0 Workstation FULL version 4.0 on CD $280.00 

Microsoft Windows NT 5 client Server FULL version 4.0 on CD $799.00 

Microsoft Office PRD with Bookshelf FULL version 7.0 on 2 CDs $379.00 

Microsoft Office PRO with Bookshelf FULL version 7.0 on CDs OEM $249.00 

Microsoft Windows 95 UPGRADE on 2 CDs $105.00 

Microsoft Windows 95 FULL version on CD OEM $ 99.00 

Lotus 1-2-3 release 5 with Approach ver3 for windows $149.00 

Terminal Velocity flight SIM FULL version on CD $ 12.90 

Hardware 

PCI real time TV tuner 3 in 1 combo card TV/MPEG/Video (Remote control optional) $189.00 
16 bit PnP full duplex stereo sound card with integrated 3D sound effects S 32.00 

28.8k internal v.34 fax/data modem S 85.00 

33.6k internal fax/data/voice 8i integrated DSVD duplex voice communications $119.00 

All prices FOB Richmond, B.C., Canada 

Visit our Website for information "www.trumpetdistributors.com" 

Or call our International 
Toll-Free 1-888-881-2288 
Quantity discounts available. 


UniT 3138 - 2DBDD LUtSTminSM WLUy. ftlCWmonD, fl.C. CflnflDfl V6V 3883 
la.: (604)379-9963 fflX: (604)379-9973 TOLL Fftff: I-B88-8BI-338B 
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wiih resellers: 

• One-year standard warranty (parts and labor). 

■ Extended three-year warranty available. 

• Selected resellers can offer service. 

• Training seminars are available. 

• E-mail. 

• Dedicated technical BBS. 

■ Web site includes technical information 
and drivers. 

Volume Discounts: 

They are applied on case-by-case basis. 
Demo Unit Availability/Restrictions: 

• A demo unit is available for 10 per cent 
below dealer cost. 

• The dealer must keep the unit for at least 1 8 
months before re.sale. 

What Is Your View Of The Market? 

The company says: “Eurocom believes that 
notebook computers should follow the same 
evolution as the desktop systems. Desktop 
systems that ail started out using proprietary 
components have evolved towards standard 
interchangeable components and a standard 
architecture. Notebook computers are now 
slowly following this evolution, but Eurocom 
has been there since the beginning. 

Desktop replacement notebooks should not 
force users to compromise on features. A true 
desktop replacement notebook should offer 
all the key features of a desktop computer, as 
well as the flexibility of upgrading major 
components. With Eurocom. you are gening a 
computer that may look like a notebook, but 
is more similar to a desktop in design and 
concept. Options such as upgradeable CPUs 
standard MIDI/Game port, concurrent use of 
the CD-ROM, floppy drive and hard drive, 
and a total of three type two PCMCIA slots 
provide our users with the most full-featured 
system available today. Eurocom sees the 
market for notebooks growing in the direc- 
tion of micro-desktops. Larger LCD panels 
(13.3-inch LCDs were introduced at 
Comdex/Fail), more processing power, multi- 
ple hard drives and PC Card expansion will 
all become standard features in tomorrow's 
desktop replacement notebooks." 

What Are The Systems Strengths? 

• Upgradable core components (CPU, RAM 
HDD). 

• Concurrent use of CD-ROM. HDD and 
FCC (no modules to swap). 

• Three type'll PCMCIA slots for extra 

• Extra features common on desktop systems 
(MPEG. Midi/Game port RCA Video — CD 
output). 

• 12.1-inch TFT Active Matrix display (24- 
bit color). 

Editors' Notes: 

The Eurocom 62(K)T is the latest in 


Eurocom's line of all-in-one notebooks. This 
particular model comes standard with a built- 
in floppy and an 8X CD-ROM. as well as 
support for three PCMCIA slots, rather than 
the usual two. With this design, it'.s possible 
to use two lype-ll cards and one iype-111 
simultaneously. This is one of few units with 
no support for IR communication, but other- 


NEC Versa 6030H 





Reseller Authorization Requirements: 
This varies depending on such factors as the 
reseller's size and location. 

Street Price: 

$6,589 (subject to change) 

Marketing Support: 

• MDF Funds. 

• Trade show support. 

• 1-800-tie-in. 

• POP displays. 

• National advertising. 

• Listing on Web site. 

Maintenance Relationship With 
Resellers: 

• One-year parts and labor on-site warranty. 

• NASC-certified resellers can perform ser- 
vices on behalf of NEC. 

■ 1-800 technical support. 

■ E-mail. 

■ Fax-back. 

Volume Discounts: 

Special pricing is set for volume discounts, 
varying on a case-by-case scenario. 

Demo Unit Availability: 

One unit per store location is available. The 
reseller can order it directly from NEC at a 
demo price. 

What Is NEC's View Of The Market? 
NEC says: “Notebooks for this market must 
be built so that they can be used anywhere, 
anyplace for anything so that power-users 
have a system that they can rely on, NEC 
wants to be the premium multimedia systems 
provider. We want to offer more than just the 


basics: we offer premium sound, premium 
audio, premium power." 

What Are The Notebook's Strengths? 
The company says: 

• NEC's notebook computers are designed to 
provide the highest level of performance 
available, extensive multimedia capabilities 
and powerful, .simple remote connectivity in a 
form factor that allows comfortable portabili- 
ty without any sacrifice or compromise in 
productivity. 

• The Versa 6000 Series features an array of 
multimedia-enabling features that allow even 
the most demanding presentations to be taken 
on the road. 

Editors' Notes: 

The NEC 6030H managed to come out on top 
as far as overall performance goes. The unit is 
powered by a l33MHz processor with 
256KB of Level-2 cache, and 16MB of 
RAM. expandable to 48MB. The CD-ROM 
and floppy are removable, and the hard drive 
is 1.20B in size. For communication purpos- 
es, the 6030H includes a built-in IR port and 
a 28.8Kbps fax modem. 

Hewlett-Packard OmniBook 



Suggested Retail Price: 

S6.490 

What Is HP's View Of The Market? 

HP says: "The market is clearly moving 
toward providing true 'desktop-to-go' func- 
tionality in a portable product. The length of 
time between when key technologies become 
available on desktops and then notebooks is 
shrinking. In the past, it took almost a year for 
processor technology to migrate from the 
desktop to the notebook. Now it happens in as 
little as three months. Other key technologies 
are also rapidly moving forward. Some are 
unique to the notebook platform, but many 
are shared by both: 

• Key technologies are rapidly moving for- 
ward. Some are unique to the notebook plat- 
form, but many are shared by both desktop 
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COAST TO COAST 



AxiGrOPEN 



ALC MICRO (Asia Link Computer Inc.) 
is proud to announce the Grand Opening of its Vancouver and Montreal ofQces. 


Teamed with its Toronto and Halifax offices, ALC MICRO is now serving Canadians from coast to coast. 


ALC MICRO offers a full line of AcerOpen products. 

From bare systems to a wide range of components and accessories. 

As a matter of fact, ALC MICRO was the first AcerOPEN distributor to bring in the most popular 
Acer 625 2x CD-ROM. And not long ago, ALC MICRO was again the first AcerOPEN distributor 
to bring in Acer’s 33-6 Kbps Fax Modem. 

Today, we proudly take this opportunity' to announce the safe and happy landing of 
Acer’s state-of-the-art AcerLAN networking products - an easy and most affordable networking solution. 

Call us now to find out more about Acer’s latest products. 

Toronto Vancouver Montreal Halifax 

Tel: 90S-731-1928 Tel: 604-231-8098 Toll Free: 1-800-481-8079 Tel: 902-835-8114 

Fax: 905-731-68S7 Fax: 604-231-8061 Fax; 902-832-1453 

Toll Free: 1-800-461-8079 Toll Free; 1-800-461-8079 Toll Free: 1-800-781-7036 


Web Site; http://www.8Sialink.ca 
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Desktop Replacement 
Notebooks 



AST 

Ascentia P50 

Compucon , 

Eurocom 

6200T 

Hewlett-Packard 

OmniBook 

BOOCT 

Hyperdata 

759MX 

IBM 560 

Processor 

Cache 

Pentium 133MHz 

256K8 

Pentium 133MHz 

256KB 

Pentium 133MH2 

255KB 

Pentium 133MHz 

256KB 

Pentium 133MHz 

256KB 

Pentium 133MHz 

None 

RAM (Standard/Maxl 

16/40MB 

24/40MB 

1B/72MB 

16MB 

16/64MB 

16/40MB 

Screen 

12.1 TFT 

121 TFT 

12.1 TFT 

10.4 TFT 

121 TFT 

121 TFT 

Max Resolution 

800x600 

800x600 

800x600 

800x600 

800x600 

800x600 

Video RAM 

2MB 

2MB 

2MB 

1MB 

2M6 EDO 

1MB 

Hard Disk 

2.1GB 

1.0GB 

1.2GB 

1.4GB 

2.1GB 

1.08GB 

CD-ROM 

Removable 

Internal 

Internal 8X 

External 4X SCSI 

Internal 6X 

None 

Floppy Drive 

Removable 

Internal 

Internal 

External 

Internal 

External 

Audio 

16-bit 

16-bit 

16-bit 

16-bit 

16-bit 

16-bit 

PC Card Slots 

2 

2 

3 

1 

2 

2 

Keyboard 

87-keY 

S6-key 

86-kev 

85-key 

B6-key 

B5-key 

Pointing Device 

Touchpad 

Touchpad 

Touchpad 

Pop-out mouse 

Touchpad 

Trackpoint 

Dimensions (WxDxH) 

11.38x8.98x2.15 

11.6x9.1x2.25 

11.8x9.2x2.1 

11.1x7.2x1.5 

11.7x9.3x22 

11.75x8,75x1.2 

Palm Rest (in.) 

2.5 

4 

3.5 

None 

2.75 

3.1 

Weight, lb (kg) 

7.1 

6.16(2.81 

8.14(3.7) 

3.74(1.7) 

7.7 

4.1 


Lithium Ion 

NiMH 

NiMH 

lithium Ion 

NiMH 

Lithium Ion 

Operatng System 

Windows 95 

Wndows 95 

Windows 95 

Wndows 95 

Wndows 95 

Windows 95 


Yes 

No 

No 

Yes 

Yes 

Yes 


Interna) 28.3 modem 

Video-to-TV port 

Video-to-TV port 


IR mouse 


Windows Benchmarks 

Desktop Publishing 

86 

N/A 

73 

85 

65 

N/A 

Desktop Graphics 

123 

N/A 

149 

110 

84 

N/A 

Desktop Presentation 

N/A 

N/A 

67 

97 

75 

N/A 

Word Processing 

90 

N/A 

71 

88 

67 

N/A 

Spreadsheet 

108 

N/A 

90 

106 

77 

N/A 

Database 

86 

N/A 

65 

79 

61 

N/A 


N/A 

N/A 

77 

92 

71_ 

N/A 

Contact 

(905) 507-0496 

(604) 279-9686 

(613)224-6122 

1-800-387-3867 

1-800-927-4777 

1-800-465-7999 


N/A 

$5,199 

$5,299 

$6,490 

$4,264 

^,399 


S6,060 

$5,199 

N/A 

N/A 


N/A 


N/A 

N/A 

N/A 

N/A 


N/A 

Warranty 

‘estimated street price 

3 years 

3 years 


3,..„ 

3 years 
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BM 760ED 

Impulse 

OuoNote 

KTX 880 

KTX 880 

NEC 

Versa 4230 

& 

NEC^^ 

Versa 6030H 

Panasonic 

CF-25 

Toshiba 

Tecra 500CDT 

ertium 133MHz 

Pentium 133MHz 

Pentium 100MHz 

Pentium 133MHz 

Pentium 133MHz 

Pentium 133MHz 

Pentium 133MHz 

Pentium 120MHz 

5«KB 

256KB pipeline 

2S6KB 

256KB 

256KB 

25BKB 

None 

256KB pipeline 

6/104MS 

16/48MB 

8/80MB 

16/80MB 

9/40M8 

16/48MB 

0/72MB 

16/1 44MB 

2.nFT 

11.3 TFT 

10.4 TFT 

12.1 TFT 

10.4 TFT 

121 TFT 

10.4 TFT 

12.1 TFT 

024*760 

000x600 

800x600 

800x600 

800x600 

800x600 

800x600 

800x600 

MB 

1MB 

1MB 

1MB 

1MB 

2M6 

1MB 

2MB 

.1GB 

2.16B 

1.0GB 

1.0GB 

1.0GB 

1.2GB 

1.3GB 

1.2GB 

eternal 6X 

Docked 6X 

Removable 6X 

Removable 6X 

Removable 6X 

Removable 6X 

None 

Removable 6X 

xternal 

External 

Removable 

Removable 

Removable 

Removable 

Internal 

Removable 

6-bit 

16-bit 

16-bit 

16-bit 

16-bit 

16-bit 

16-hit 

16-bit 


2 

2 

2 

2 

2 

3 

2 

5-key 

86-key 

87-keY 

B7-key 

63-keY 

83-key 

87-keY 

B2-keY 

rackpoint 

Touchpad 
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and notebook systems- These include: 

• Increasing performance: Pentium to 
Pentiuin Pro- 

• Improved displays: 12-inch and larger, 
XGA, True Color. 

• Bigger RAM: to 128MB. 512KB cache. 

• Larger hard drive capacity: to 4GB, 

• More battery capacity, 

• Modularity for upgrade and service. 

• Multitude of pointing devices. 

• Video-conferencing multimedia. 

• Improved communications, more pervasive 
wireless. 

• I/O consolidation: Universal Serial Bu.s. 

• Higher density, removable storage: writable 
CD-ROM- 

• Improved connectivity, hot docking. 

• Multiple O.S. .support. 

• Remote service: remote diagnostics." 

The company says: "Hewlett-Packard has, 
and will, incorporate into notebook platforms 
from among these improvements, based on 
corporate users' needs for them and in time 
frames that produce competitive price/perfor- 
munce offerings." 

The HP OmniBook 800 meets the criteria for 
dte small notebook category, where defirting 
characteristics are: no (internal) floppy drive 
and weight under five pounds. 

Editors' Notes: 

The HP OmniBook line of notebooks are well 
known for their compact nature. This particu- 
lar model, the 8(I0CT. features a 10.4-inch 
TFT screen, a 1. 4GB hard drive and 16MB of 
RAM with 256KB of Level-2 cache. The unit 
comes with an external floppy, a SCSI 4X 
CD-ROM drive and a docking station with 
support for "hot docking.” It is a very light- 
weight, yet powerful notebook solution. 

AST Ascentia P50 



street Price: 

$6060 

Marketing Support For Reseiiers: 

* Independent reseller manual. 

• Monthly mailing list. 


• I -800 product support. 

• Fax-back. 

• "Gold Team" for resellers who achieve targets. 

• Full logo authorization. 

Maintenartce Relationship With 
Resellers: 

■ An authorized service centre for those who 
achieve $50,000 per month. 

• Regional representation. 

•A three-year end-user warranty with first- 
year rapid replacement and second- and third- 
year depot. 

• 1-800 technical is support provided forend- 

Volume Discounts: 

They're provided in exceptional cases only. 
Demo Unit Availability And 
Restrictions: 

One is available per location for 90 days dis- 
play. for 10 per cent off. 

AST's View Of The Desktop 
Replacement Notebook Market: 

AST says: "The use of notebook computers 
as desktop replacements has dramatically 
increased over the past year as notebooks 
now incorporate the latest processors, sizable 
hard drives, high resolution color screens as 
well as CD-ROM drives and other multime- 
dia components." 

How Does AST Position its 
Multimedia Systems In The Market? 
According to the company: With Intel 
Pentium processing power, the reliability of 
proven design and aggressive pricing, the 
Ascentia P50 provides high productivity 
while maintaining an excellent price/perfor- 
mance ratio. 

What Are The System's Strengths? 

The company says: 

• Bright crisp color on a 1 1.3-inch or 12.1- 
inch SuperVGA active matrix screen. 

• Three to four hours with a .single Lithium 
ion battery. (Insert an optional second 
Lithium battery to increase productivity up to 
6.5 hours.) 

• Integrated CD-ROM drive, built-in Sound 
Blaster card and dual stereo speakers. 
•SOOMB, 1.2GB. or2.1GB hard drives. 

• A high-speed infrared IRDA port and 
PUMATranXit software. 

Editors' Notes: 

AST is known for making well-designed, 
high quality notebooks, and the Ascentia 
P50 is no exception. Powered by a 133MHz 
processor and 16MB of RAM, the unit also 
features a built-in 28.8Kbps fax modem. 
2MB of video RAM and 1 6-bit sound capa- 
bilities. The floppy and CD-ROM drives 
are interchangeable. The 12.1-inch TFT 
screen provides clear images up to 800 by 
600 resolution. 



Performance 

For the category of| 
raw performance, [ 
the NEC 6030H 
gets our vote. 

It managed ( 
to fly through our 
benchmark suite without any 
difficulties and obtained the 
highest score in this roundup. 


□ 



Price /Performance 

In the category of 
price/performance, I 
we look for a system | 
that delivers the 
most bang 
for the buck. 

In this case, the 
award goes t' 

Computer Corp. for its 
DuoNote. This notebook is, 
without a doubt, a true desk- 
top replacement. It is feature- 
rich from start to finish, and 
managed to come in the top 
three on our benchmark 
suite, [ivi 


Impulse 


Sreve HaUnda, Tim Bingham-Wallis 
and Jazz Bhooi are CCW's Lab Test 
editors. They can be reached in 
Toronto at (416) 535-8404. 
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Sceptre's Soundx^''4000 is cool 



Tech Data 


New processor technology regulates 
"body" temperature just like Brutus — 
our monitor lizard. 


Brutus, a cold-blooded reptile, is very good at regulating 
his body temperature by knowing when to get moving 
and when to slow down so he doesn’t overheat. 

Sceptre's Soundx™ 4000 modular, multimedia 
notebook is also energy smart while maintaining 
peak performance. 

An innovative Intel Pentium* processor design 
makes for more efficient consumption - 
knowing when to draw energy and when 
not to. Longer battery life and less 
heat are just two of the benefits. 


Soundx”' 


4000 


• Less than 7 lbs 

• Up to ISOMHz Pentium* Processor 

• 6XCD ROM 

• 12.1" TFT, SVGA display 

• Fully modularized 

• 180° Infra red port 

• Standard 72 DIMM EDO Ram 

• 128 Bit graphics accelerator 

• Gold series'" 3 year warranty 

• 9001 Certified Manufacturer 


800 - 668-5588 



THE PUNDIT 


Column^ 



We’re on ihe verge of 
another paradigm shift 
that will be at least aa 
powerful and as poten- 
tially lucrative as the 
Internet and multimedia 
boom that fueled the last 
round of hardware and 
software sales. 

This time, though, it appears that the 
software companies have noticed that long- 
time computer users are already happy with 
their spreadsheets, their word processors and 
so on. Now that software developers have 
added the ability for us to play movies in our 
spreadsheets and bolted on HTML print rou- 
tines to our word processors — what’s next? 

The seasoned users already have every 
feature they need, and more than enough they 
don’t. It is a telling statement to hear that 
when Microsoft polled users about what they 
would like to see in the next version of 
Office, that more than 80 per cent of the fea- 
tures requested were atready in the existing 
version of the software. 

Job number one. at this point, is for the 
companies to put the power not just into the 
software, but into the hands and the mindsets 
of its users. Indeed, with the coming empha- 
sis on ease-of-use. it may be the seasoned 
u.ser who finds the new offerings unappeal- 
ing, and, for better or worse, there is a very 
real possibility that '‘better" solutions are not 
neces.sarily those that do more. The next 


change is clearly targeting the business users 
and the mass-market users wbo haven’t the 
time or inclination to become computer 
experts. 

The indications are all around. 
Microsoft has been giving speeches on the 
subject at various venues, including the 
Forbes Technology Symposium and to gath- 
erings for companies like Hewlett-Packard. 
One look at the "Active Help" agents in 
Office 97 is ample proof that the company is 
aiming for a friendlier interface — undoubt- 
edly to the chagrin of those who aren't fond 
of animated paperclips, snuffling dogs imd 
other cartoon-like characters that offer unso- 
licited help in one’s business software suite. 

But it's not just Microsoft. A significant 
percentage of the latest generation of titles 
I’ve seen are taking the "Wizard” interface to 
heart. {Corel’s latest offerings are a great 
example), and using it to good advantage. 
Those companies that are wise enough to put 
a “Don’t show me this again" button on their 
wizard interfaces are likely to please the old- 
timers, too. 

It's All About Cotnmunlcslion 

Microsoft isn’t the only company aware of 
the fact that there are many more people who 
want to communicate than there are who 
want to compute, but the company is one of 
the loudest voices stating this obvious truism. 
Indeed, with the shift from NetWare and 
other “vendor-oriented" network environ- 


ments to networks based in whole or in part 
on TCP/IP. the things business users have 
learned over the past few years on the Internet 
are starting to filter down to the everyday 
level. These people aren’t going to readily 
accept the clumsy and complicated systems 
that people have grudgingly put up with dur- 
ing the DOS-and- Windows 3.x era. 

Sure, “Zero Administration Windows," 
if it ever becomes more than a marketing slo- 
gan. could lessen Ihe need for computer con- 
sulting and troubleshooting services. But it’s 
safe to say there will continue to be compa- 
nies who find considerable value in training 

The point is that the customer base des- 
tined to be using the next generation of com- 
puters is a new kind of customer — one who 
will expect a higher level of product satisfac- 
tion. The problematic products that clutter 
many dealers’ shelves today, with their hard- 
ware hassles and buggy software, are the Old 
Way. The next-generation of customers is 
going to expect more. 

Admittedly, it’s safe to say there will 
continue to be plenty of opportunities for the 
inevitable bugs and problems to surface. But 
whether or not we see computers that 
approach Ihe 'zero administration’ ideal in Ihe 
coming year, I think we’ll be seeing more and 
more of Ihe fruits of the Active Desktop and 
the Wizard-driven interfaces that typify 
today’s most user-friendly titles. 

If these add up to self-updating operat- 
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ing systems and software or hardware that 
starts to rightfully deserve the label “intelli- 
gent,” you can bet that the inevitable market- 
ing machine will be targeting the users that 
need these innovations the most. 

It is up to you to ensure that your busi- 
ness model is flexible enough — and your 
communications systems and product lines 
friendly enough — to be able to meet the 
needs of these new consumers. 

They want solutions, not computers. 

They are cummunications-driven. 

They favor mainstream standards. 

The out-of-box experience is important. 
They will favor sy.stems with reduced total 
cost of ownership. 

A good example of a market segment 
that has been singing this tune for a long time 
is education. 


For many years. Apple Computer Inc. has 
made hay with its emphasis on out-of-box 
experience and (sometimes) superior ease-of- 
use and long-term cost of ownership. Now 
that the original and subsequent-generation 
Apple computers that were sold into many 
schools are up for replacement (and. despite 
constant price-cutting and ever-diminishing 
margins, high-end Macs always seem to cost 
more), a significant number of .schools are 
looking at their upgrade options — and they 
aren’t just looking at Macs. 

There always seem to be a few Mac 
evangelists on the computer support staff in 
any school, and they can usually make a com- 
pelling case for continued adoption of that 
platform, citing software investments, main- 
tainability, and any or all of the above points. 

Although some decision makers 
will undoubtedly cite 
Apple's dwindling 


market-share and operating system uncertain- 
ty us reasons enough to switch, these are only 
a few of the issues nagging at the Mac man- 
agers out there. PC manufacturers like 
Compaq and IBM are focusing their ad cam- 
paigns on areas that Apple has long been 
strong in. and I think it's a good strategy. 
Touting easy set-up. rich multimedia and 
Internet functionality, they are capitalizing on 
the increasingly apparent fact that Apple, like 
Commodore and Atari before it, hasn't done a 
good job at marketing its message. 

Apple has always created products 
important enough that it commanded more 
attention than its market-share would seem to 
warrant. With the emphasis on "no-hassle 
eompuiing,” its position as the harbinger of 
the PC's future remains intact. CT 

Graeme Benneu holds the posilioii of man- 
aging ediior of The Computer Paper, and 
is a former computer reseller. Based in 
Vancouver he can be reached at 
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BUSINESS BASICS 


Tax lips That Will Save Resellers Money 

By Douglas Gray 


* As a retailer, you work 

hard to make a living in a 
very competitive market. 
You want to make sure 
that you have used every 
legal means possible to 
save on tax, to enhance 
your after-tax net income. 

Here are some timely tips to help you in 
the above objective. In all examples given, 
make sure that you speak with a qualified 
professional advisor with expertise in the 
area. This would include a professional 
accountant (such a.s a chartered accountant or 
certified general accountant) and in some 
cases a lawyer as well. But here are some 
general guidelines. 

(ncoiiM splitting 

This is classic way of .saving on taxe.s. 
Basically, it means that you arrange your 
income to have it divided amongst other fam- 
ily memhers, be it your spouse and/or chil- 
dren. That way each of the individuals will be 
paying less taxes, because of lower marginal 
tax rates. The aggregate taxes paid will there- 
fore be les.s than what you would pay if all the 
money went into your hands. Here are some 
examples: 

■ Spuusul RRSP.The 1996 RRSP deadline Is 
March 1, 1997. Limits are 18 per cent of your 
1995 "earned income” to a $13,500 maximum. 
Rather than put the RRSP in your own name, 
you can put up to 100 per cent of your RRSP 
annual contribution into the name of your 
spouse. This is assuming that your spouse has 
less taxable income than you do. You take the 
tax deduction from your taxable income. The 
advantage to this arrangement, is that when 
the time comes to collapse the RRSP, (lake 
out the funds, it will he taxed in the name of 
your spouse, who presumably is still in a 
lower tax bracket and therefore will pay less 

•Corporate shares. By splitting your shares 
with your spouse and children, you can 
reduce the amount of tax paid in aggregate 
because the lower the income (from divi- 
dends) the lower the marginal lax rate. This 
point was covered above. 

For example, you could have 51 per cent 
of the shares and your spouse and children 


could share the remaining 49 per cent in vari- 
ous portions. You want to deal with the issue of 
control, by having your shares, for example. a.s 
Class A voting shares while your spouse and 
children have Class B non-voting shares. 

You would also want to have the right to 
buy back the shares at any lime from the other 
shareholders at the original or some other set 
share value. There are various formulas you 
can consider. You also want to get profession- 
al advice if your children are minors and don't 
pay fair market value for their shares. Their 
dividend income could be aluibuled back to 
the business owner for tax purposes. 

•Family trusts. If you set this arrangement 
up carefully, and there arc several options, 
you can keep more tax-free money in the 
family unit. For example, if your spouse and 
children are holding shares in your company 
through the means of u family trust, and have 
no other family income, they could each 
receive up to $23,756 annually in dividend 
income loiully tux-free. Sounds rather attrac- 
tive doesn't it? Normally, how it is structured 
is that you hold Class A shares (voting) in 
your own name and the Class B (non-voting) 
shares are held in the name of a family trust. 
This is set up through the assistance of your 
lawyer and accountant. If you own an incor- 
porated company that intends to or currently 
pays dividends to a spouse or children who 
are not actively involved in your business, 
ask your profc.ssional accountant about the 
recent Neuman court case decision and how 
that would affect your .situation. 

There are other types of creative tax ben- 
efit arrangement-s you can discuss with your 
accountant to minimize the tax hit. One exam- 
ple is doing an "estate freeze" of the shiues of 
your existing corporation and converting them 
into preferred shares and then issuing new 
shares with a nominal fair market value of say 
$.01 each to your children. This could be with 
the same corporate name, or forming a new 
corporation for tax purposes. Again, you need 
expert advice on how to do this. 

• Paying family members to work in your 
business. If you are not already doing this, 
consider the benefits. You can pay family 
members such as spouse or children, reason- 
able salaries or hourly wages for actual ser- 


No lax is paid on wages up to $6,456 if 
there is no other source of income. Those 
who receive the money can make RRSP and 
CPP/QPP contributions. You can probably 
think of ways that you can utilize the skills 
and services of your family members and pay 
them accordingly. 

Here are some additional timely tax lips 
that you should consider discussing with your 
accountant: 

Con»id«r u«lng up th« $500,000 
capital gains axamption. 

This is still available for qualifying small 
business corporations but could be reduced or 
eliminated in any spring federal budget with- 
out any forewarning. Any such change would 
be effective as of the date of the budget, 
which is u.sually about the third week of 
February. It could therefore be a use-it-or- 
lo.se-ii situation. Consult your professional 
advisors about "crystallizing” your shares to 
lock in the significant lax savings. It could 
take a few days or weeks to get your compa- 
ny technically eligible. For example. 90 per 
cent of the a-ssel.s of the bu.siness have to be 
u.sed for the purpose of creating income. So 
you couldn't have more than 10 per cent of the 
fair market value in cash, as of the day that 
you "crystallize" the shares. 

FomwIiM ■ tfiarchoidcra' 
•gracmant for life insunmcc. 

If you are relying on corporaic-owned life 
insurance lo fund the buyout of a partner's 
shares from their estate on death, there is a 
deadline you need to deal with. You have 
until March 31, 1997. to formalize a share- 
holders’ agreement which covers the insur- 
ance plan. If you don't have this, there could 
be a major lax bill at the time of death. tW 

Douglas Gray. LLB., has had extensive experi- 
ence as a Imyer specializing in small hitsiness. 
He is also a speaker and aiiihur of 15 best- 
selling business books, as wll as an invesimeni 
sofiK-are program. His books include The 
Complete Canadian Sinall Business Guide and 
Raising Money (bath published by McGraw- 
Hill Ryer.son) and Marketing Your Product and 
Start and Run a ProJIlahle Consulting Business 
(both published by Self-Counsel Pntss). 
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Your Story 


How do you communicate your message effectively? 


by Mark Langlon 


H Public relations is a phrase 
used loosely by many peo- 
ple in the industry, often by 
those who don't really 
understand the concept. But 
PR is an important compo- 
nent of an overall marketing 
plan, and one that even 
small- and medium-sized computer resellers 
and retailers can leverage. 

Simply put, public relations is the com- 
munication of the messages you want your 
audience to hear, in an objective and mean- 
ingful way. 

It can be difficult to relate the benefiLs of 
a new software application or the latest piece 
of computer hardware through an advertise- 
ment. And it's impossible to portray that ad as 
an objective statement. 

Unlike advertising, a controlled medi- 
um that minimizes dialogue with your target 
audiences, public relations is open to human 
interaction, emotion, and interpretation. Both 
advertising and PR must be part of your mar- 
keting mix. but each will help you achieve a 
different end. 

Consider the value of media attention, for 
example. Your customers want industry expens 
to digest and interpret the vast volume of com- 
puter industry news for them, offer them dps 
and recommendations, and ultimately influ- 
ence their buying decisions. (Importantly, those 
decisions are based on recommendarions from 
unbia.sed industry professionals.) 

Good technology PR is vital in com- 
municating your (and your vendors') news 
and information, which is often of a compli- 
cated and technical nature, to the media, 
analysts, and consultants, who digest it, 
evaluate it and offer impartial advice to 
customers. PR packages and provides the 
information so that objective decisions can 


be made by industry influencers. 

PR is all about telling your story in an 
objective way to the audiences you need to 

The story telling, the information provi- 
sion. is all-important. If someone doesn't 
know about your company and products, and 
their positive altribules, how can they be 
expected to report on them accurately, if at all? 

A common marketing mistake is to see 
yourself the way you think you should be seen, 
rather than how you’re really seen by outsiders. 
Computer dealers constantly seek attention 
from customers, competitors, and the media, 
and naturally become frustrated when they feel 
they've been ignored. But the media won't pay 
the right amount — if any — attention to you if 
you don't offer them the information. 


But is just simply offering the informa- 
tion enough? No. and this is where informa- 
tion packaging comes in. Successful busi- 
nesses invariably are the ones that effectively 
communicate their own unique story. Here's 
how to do it: 

• Identify the unique strengths of your 
business. 

• Assess how your customers and others 

• Is there a contrast between how you're 
seen and how you'd like to be seen? 

• Consult respected experts about how to 
communicate your story. 

• Create and implement a communications 
plan that supports your business plan. 

Recognizing and communicating the 
unique differences your company has over 
the competition is key to marketing success. 


The most obvious things are frequently the 
least recognizable. It often takes an outside 
perspective to identify and communicate 
those marketing gems. 

PR is often best bandied with the help of 
a third-party that can approach challenges 
with the objeedve perspective of an outsider. 
How do you know if you need professional 
PR assistance? A good rule to follow is this; 
if you're cunently benefiting from having 
your advertising done by an ad agency, you 
should look into a public relations company 
to assist with your PR needs. 

But any company, no matter what mar- 
keting budget it may or may not have, can 
implement a communications program that 
ensures their audiences are kept well informed. 

Stan by developing a database of influ- 


ential contacts you need to reach, then make 
sure you correspond regularly on your com- 
pany's newsworthy activities. In particular, 
try to recognize interesting customer success 
stories that you think would be of interest to 
particular media nutlets. 

PR is all about having your story heard 
by the people who need to hear it. so that your 
company benefits. 

If your business prospects haven't heard 
about you, then how can you expect your 
company to be on their shopping list? ECU 

Mark Langton is a senior consultant with of 
Environics Communications Inc., a Toronto- 
hosed public and government relations 
agency delivering solutions for the computer 
industry. He can he reached by E-mail at 
mlangioniSenvironics.ca. 


“Successful businesses invariably are the ones that 
effectively communicate their own unique story." 
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Canadian Computer Wholesaler Announces 

CCW TEST LAB: the only Canadian test facility 

that generates monthly reports about computer equipment for the 
Canadian marketplace. If you want your product independently 
reviewed and the results delivered to resellers across Canada, you 
have one, and only one, choice - CCW TEST LAB. 


Computer 

wmiuidsalar 


APRIL 

Feature Selling lo Gmarnment 

Hardware Focus PDAs 

Software Focus Database Manegement 

Lab Budget Compsters 


Eastern Office: 416-535-8404 
Western Office: 604-608-2688 





INDUSTRY PERSPECTIVES 


I Cojymin 


The Personal 
Workstation — 

A Reseller Goldmine f 



by Don Maynard 

Whenever the price of 
high-performance tech- 
nology drops dramutical- 
ly. not only does a whole 
new product category 
emerge, but also a sub- 
stantial new opportunity 
presents itself for resellers. 

This whnl's happening in the personal 
workstation market-place — where recent 
product introductions are providing compara- 
ble performance to traditional workstations at 
one-half to one-third the cost. 

Offering CPU and 3-D graphics perfor- 
mance and large memory support that before 
could only be found in traditional RISC 
(UNIX) workstations costing lens of thou- 
sands of dollars more — personal worksta- 
tions based on high-speed processors now 
satisfy the processing needs of markets rang- 
ing all the way from business and technical 
spheres to creative indusiries- 

Bul power and price are only part of 
the story. 

"For business, the personal workstation 
to the desktop, without a stupendous 

Enter Windows NT 

Personal workstations, by running Windows 
NT. now offer as many us 1,500 technical 
applications designed for that operating system 
— application.s which include Microsoft's 
Softimage, SolidWorks, Parametric 
Technology Corp.'.s Pro/ENGINEER, Bentley 
Systems' Microstation manager. Autodesk 
Inc.'s AutoCAD and EDS Unigraphics, 
among others. And with the ability to run 
Windows NT on a workstation, the technical 
user no longer has to switch to another 
machine just to perform traditional office 
applications. 

That's a huge shift in the market — and 
one that benefits resellers. 


Market Shift 

Both UNIX and Windows NT are proven 32- 
bit environments which exhibit superior secu- 
rity and system management characteristics 
over traditional DOS and Windows configu- 
rations. Personal workstations also have the 
ability to take advantage of multiple proces- 
sors to increase the throughput of compute- 
intensive. multi-threaded applications. 

Some of these markets for the personal 
workstation include are technical, including 
the CAD and MCAD fields. Others are for 
business, like financial modeling. Still others 
are found in the burgeoning creative arena, 
like animation and multimedia. Specialty 



Cashing 

In On Knowledge 
Workers 

For business, the personal workstation brings 
a tremendous increase of power to the desk- 
top. without a stupendous increase in price. 
Allowing individual employees to perform 
such functions as complex financial model- 
ing. the personal workstation helps fulfill the 
oft-repeated promise of empowerment for the 
knowledge worker. 


“Perhaps some of tbe fnost exciting and creative work with the personal work- 
station is being done in the fast-emerging world of muitimedia and animation.” 


applications like geographic information sys- 
tems are also ripe markets for the personal 
workstation, for resellers with the expertise 
to seize the opportunities there. 

brings a tremendous increase of power 
increase in price." 

Tapping Into The Desigrt Market 

Pan of the secret to the personal worksta- 
tion’s utility is its superior graphics capabili- 
ties. Using the latest in graphics accelerators, 
personal workstations offer solutions ranging 
from fast, inexpensive 2-D drafting to accel- 
erated 3-D solids modeling with texture map- 
ping support. 

Manufacturers using a personal worksta- 
tion will find its graphics capabilities particu- 
larly useful in speeding a produci’.s develop- 
ment time, getting it to market faster. And the 
efficiency of product development will be fur- 
ther enhanced by Windows NT'.s capability to 
perform office and documentation tasks on the 
same machine where the designing took place. 


There’s no doubt about it, new doors are 
being opened for industrious resellers in a 
whole new range of sectors. But perhaps 
some of the most exciting and creative work 
with the personal workstation is being done 
in the fast-emerging world of multimedia and 
animation. Sony Pictures ImageWorks, for 
one. is using personal workstations to per- 
form pre-visualization work for the design 
and creation of motion pictures. Sony is just 
one of the companies whose animators, spe- 
cial effects artists and title developers are 
using the technology a.s an entertainment 
authoring tool. 

The emerging personal workstations, 
with their utility and impressive price/perfor- 
munce, add value to those businesses that use 
them. Resellers who, through their expertise 
add value of their own, are bound to reap a 
significant reward, u* 

Don Maynard is ihe worksiaiion inarkeiing 
manager for Markham. Ont.-based Digital 
Equipment of Canada Ltd. He can be reached 
at donald.maynard@tro.mts.dec.com. 
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NEW PRODUCTS 
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MUCIS 


Web live video plays today 
on standard phone lines 

(NB) — VXlreme Inc, says Inlemel users du 
noi have lo wait for special phone lines or 
new modem technologies lo experience live 
video on the World Wide Web. The compa- 
ny's new Web Theater is a complete client, 
server, and production package which allows 
nearly television-quality video lo be deliv- 
ered through 28.8Kbps modems. 

Saying Internet video has been loo com- 
plicated. too jerky, and poor in quality, 
VXtreme's product line manager. John Kelly 
said; "We have solved those problems with 
Web Theater. This is the first full audio/video 
production, client/server video package for 
the Internet, intranets, and local area net- 


works (LANsl which delivers video that can 
be produced and deployed quickly." 

The Weh Theater production tool also 
allows Web developers to integrate video into 
other Web page events. "Web Theater docs 
not just let you pul your video on a Web page 
for people lo view," continued Kelly. "The 
production tool is capable of triggering other 
events on a Web page, so that you can have a 
complete experience. At any point in a video, 
you can open a Java applet or open a related 
graphic." 

Web Theater video is displayed in a 
window about one-eighth of a comput- 
er screen. Kelly said the standard frame 
rale is about 10 to 15 fraines-per-sec- 
ond (fps) "which keeps the resolution 
at a very good level." 

There is good news for Inlemel 
users. VXtreme Player is free and available 
today at hllp://www.vxlreme.com. At this 
lime, the player is for Windows 95 and 
Windows NT users only. However, Solaris 
and Macintosh versions arc in development. 
Sample video can be viewed at the site. 

On the server side. Web Tlicaler runs on 
Sun Solaris, Silicon Graphics IRIX, and 


Windows NT. VXireme'.s compression and 
decompression (codec) technology is capable 
of a S(X):I compression ratio which accounts 
for quality delivery through 28.8Kbps 
modems and relatively easy storage requirc- 

Speaking of the possible uses of Web 
Theater. Kelly said, "The applications are 
extensive. From an executive broadcast to a 
product demonstration to a feature film 
pntmo, uses and targeted markets could go on 
forever." 

For interested Web designers, a Web 
Theater Trial Pack is avail- 
able for a .TO-day period. 
Commercially, the Weh 
Theater starter kit is avail- 
able immediately at an intro- 
ductory price of USS 1.995 
and includes a five-stream server, one copy of 
the Web Theater Producer, and 25 licence.s for 
the Weh Theater Client. Web Theater Server 
is priced on a per-stream basis, which ranges 
from USSI.495 for a five-stream version, lo 
USSI6.995 for a lOO-siream version. 
Separately, Web Theater Producer is available 
forUSSI49. 



System Commander 3.0 
is a multi-OS utility 

For PC users who find that they need to work 
in more than one operating sy.slem on a single 
computer, the options are often fairly limited: 
either work in a low-efficiency emulation 
mode with particular applications, or. with 
difficulty, try to switch between two operat- 
ing systems Isuch as Windows 3, 1 and OS/2). 

Recognizing the demand for a simple 
and flexible way to accommodate a large 
number of operating systems on a single 


computer, San Jose. Calif.-based V 
Communications Inc. has released System 
Commander 3,0. "a utility which lets you add 
multiple operating systems to your PC. Users 
can choose to install any combination of up to 
IIX) operating systems, including Windows 
95. Windows 3.1, Windows NT, DOS. OS/2, 
SCO UNIX. Solaris. Linux, or any other OS 
that runs on an Intel-based system," accord- 
ing to V Communications. 

In particular. System Commander is 
aimed at easing the transition between 


Windows 3.2 and Windows 95. After 
installing the utility, whenever the system is 
started up, the user is given a menu of OS 
choices at startup. The utility provides this 
option before any OS has started to run. 

System Commander is easy to install 
and use, doesn't require users to partition 
their hard drives into a partition for each OS, 
and comes with a hoot-limc editor to allow 
users to change CONFIG.SYS, AUTOEX- 
EC.BAT or Windows .INl files before select- 
ing an OS, says the company. 
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IBM annouces the Cluster Internet Powersolutions for AIX 


(NB) — Elecironic commerce means relying 
on your compuler systems and networks to 
deal with your customers, and that means 
those systems should not go down. So IBM 
believes iLs own customers will be interested 
in new servers that use clustering to provide 
high availability. 

The IBM Cluster Internet Powersolu- 
tions for AIX are based on the IBM RISC 
Sysiem/600() midrange hardware and come 
with the company's High Availability 
Clu.siered Multiprocessing (HACMP) soft- 
ware and a selection of Internet applications 
pre-installed. The systems run IBM's AIX 
Version 4.2, a variant of the Unix operating 

The pre-installed Internet applications 
include, depending on the configuration the 
customer chooses, IBM's Internet Connection 
Secure Server or Net.scupe's Proxy Server 2.0 


and/or PastTrack Server 2.0. 

Spokesperson Rob Cronin said that 
companies moving into electronic commerce 
applications that they con.sider mission-criti- 
cal will be a key market for the new servers. 
Corporate intranets will also ■ 
be a possible market, he said. 

IBM said catalog mer 
chandising through Web pages I 
and on-iine stock brokerage I 
services are among the poten- 
tial applications. 

IBM Cluster Internet 
Powersolutions for AIX ai 
he available in late January, 
with prices ranging from 
$60.0(K) to $63,000. company 
ofOcials said. IBM's RS/60IXI 
divi.sion is on the Web at http://www.ibm. 
rshOOO.com. 
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Dealer Only 


Fluke Cablemeter 
receives Underwriters’ 
accuracy certification 

Fluke Electronics Canada Inc. announced its 
relett.se of the DSP- 100 Digital Cablemeter, a 
handheld elecironic device for testing 
line quality in computer networks. 
According to tests by Underwriters' 
Laboratories, an independent, not-for- 
profit product safety testing and certifi- 
cation organization, the DSP-IOOO 
“fully complies with all requirements 
set forth by the Telecommunications 
Industry association's (TIA) TSB-67 
standard for Accuracy Level II for both 
Basic and Channel link configurations, 
while meeting strict safely regulations,” 
Fluke claimed. 

Fluke is a manufacturer of com- 
pact. professional electronic test tools. 
Among its other compuler network testing 
products is the new Fluke 1-Touch diagnostic 
unit — a compact device that can help a ser- 
vice technician perform a wide range of diag- 
no.siic and troubleshooting operations on 10- 
baseT or 100-baseT Etheraet networks. 


Quantum adds solid state disk 

Quantum Corp. has announced an expansion 
to its line of 3.5-inch solid slate disks. A solid 
stale disk is a storage device that employs 
large amounts of volatile or non-volatile stor- 
age memory, which greatly speed up the per- 
formance of high-end RAID data storage 
architectures, by augmenting read cache 
capabilities. 

Without solid .stale disk caching, RAID 
systems often deliver slow access to data. The 
new solid slate disk models, the ESP3053R-V 
— with up to 536MB of capacity, and the ESP 
30KOR-V. with up to 804MB of capacity, are 
the first such devices to provide the single 
connector attachment (SCA-2). for direct 
hardware connection in a storage subsystem 
without the use of cables. 

According to Bob Christ. Quantum's 
manager for solid slate systems: "Thon: was 
previously no easy upgrade path for RAID 
subsystems vendors to increase their read 
cache s 



conirollers- 
Quanium's volatile solid stale disks provide 
that path and can be integrated quickly, pain- 
lessly. and cost-effectively." 

The new units' prices start at less than 
$27,000. 


NEW PRODUCTS 


MCI Video Wave was finalist at Comdex 

Video Wave For Windows 95 — Canadian graphics software publish- 
er MGI's new video editing application, was chosen us a rinalisl for 
Best Product’ at the recent Comdex Las Vegas trade show, and was 
judged ‘Best Windows Multimedia Product' ul the show as well. 

As demonstrated to CCW at the Silicon Northwest technology 
showcase during Comdex, Video Wave is iin inexpensive, easy-to-use 
program that allows even novices to edit digital video footage and 
enhance it with titles, animations and special eflecls. The program 
matches many of the features of the higher priced, more complicaled 
Adobe Premier video effects program, and when released in early 
1997. will provide a strong incentive for many PC users to venture 
into the formerly daunting field of digital video. 

Video Wave requires a fairly powerful Pentium PC system, and 
a video caplure device to grab seg- 
menls of raw video. The software ■ 
program employs a powerful tool 
set and an excellent graphical 
interface to let the user create slick, 
customized video presentation.s. 

MGI, whose founders include I 
.some senior ex-managers from i 
Delrina and AST Canada, has pre- 
viously released a similarly power- 
ful and simple to use image editing 
program for still images, called 
PhoioSuiie. 



Intuit Canada’s new QuickBooks 4.5 
Software includes payroll functions 

Intuit Canada Lid. recently introduced QuickBooks 4.5 for Windows. 
The new version is fully Cunadianized, with automated GST/PST 
tracking, and Canadian payroll options. 

The payroll features are integrated in the main program, and offer 
a full set of tools, including the ability to calculate earnings, deduc- 
tions, withholdings, and a Tax Table service oplion that keeps users 
updated on regulatory changes. A series of “You and Your Industry" 
features allow customization for particular kinds of businesses, such as 
consultants or retailers. 

An enhanced version, QuickBooks Pro 4.5. includes professional 
estimating, lime tracking, and automated job costing tools, perfect for 
who need to bill by time or by project. The CD-ROM version of 
QuickBooks Pro 4.5 includes a copy of CD Business, 
a .searchable directory of over 1.2 million Canadian 
businesses. 

QuickBooks 4.5 has a street price around 
•4 $1.79.95. while QuickBooks Pro4.5is$249. 95. Intuit 
,S! is al.so gearing up to release its QuickTax .software for 
|J7 the oncoming 1 996 tax season, by offering a headstart 
version of QuickTax and QuickTax Deluxe. The 
headstart version allows users to do the most ctim- 
pleie po.ssiblc preliminary lax return, pending release 
of final Revenue Canada forms and regulations. 
Headstart owners will automatically be shipped the 
finiil version of QuickTax as soon as it is released. CW 
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We've got 
Canede covered! 



Canada's leading computer magazine publisher. 

Each month, we publish iO Print Editions, 3 Internet Editions, 
and operate a Hardware Testing Facility. 


With over 

649,000 

copies 
a month! 



Dominate the Canadian Computer Market 
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Data General's Oswell now 
national marketing manager 

Data General (Canada) Co., of Mississauga, 
Ont.. has announced ihe appointment of John 
Oswell as national marketing manager. He 
will oversee all marketing, advertising and 
public relations activities for Data General's 
product lines in Canada. 

Oswell joined Data General Canada in 
1985 and has had a variety of marketing and 
managing po.sitions -- most recently he was 
marketing manager for the AviiON line of 
server products. Prior to Ihtit. his 20-year 
technology career included positions at ICL 
in the U.K. and Canada, and at Olivetti. 

Pat Ryan, general manager of Data 
General (Canada) said in a statement: “John 
is a strong addition to our management 
team. His industry expertise and extensive 
experience in product marketing will help 
position Data General for continued market 
expansion.” 


ServiceWorks has appointed 
Bill Corcoran to marketing 

Vancouver’s ServiceWorks Distribution Inc. 
has announced Bill Corcoran Ls the compa- 
ny's new coordinator, marketing programs — 
_ Western region. 

As well as develop- 
ing core marketing pro- 
^ grams for ServiceWorks, 
'^>11 be responsible lor 
facilitating business pari- 
nerships within the 
Western Canada reseller 


community. 

He was most recently in sales with 
Merisel Canada's Vancouver office, and has 
more ihan JO years experience as a commer- 
cial sales manager for a large Canadian ofl'ice 
supplier. 


Bay Networks' CFO wil resign 

Bay Networks Inc. .says William Ruehle will 
resign as executive vice-president and chief 
financial officer — elTeclive on the appoint- 
ment of a successor. The company says an 
active search is underway. 

Ruehle Joined SynOptics Conimunicalioas 
Inc. in 1987. The company merged with 
Wellflect Communications Inc. in 1994 to 
form Bay Networks. Said Ruehle in a state- 
ment: "I decided that after nearly 10 years it 


was to to something 

new. ..Working with a company as it has 

grown from a small private company to a Jan. 13 — Winnipeg 

market leader in a significant growth indu.s- Jan. 15 — Edllionton 

try has been a great experience, and one that Jan. 15 — Calgary 

I would like to have the opportunity to Jan. 22 — Vancouver 

GlnbaHn’sTachXnow Train 

David House, chairman, president and floads/iowlbr/ase/ie/s 
CEO of Bay Networks .said: "The company is ht^://mw.globelle.com/maln/cansda/events/ 

indebted to Bill Ruehle for his role in build- 

ing SynOptics from a US$2 million company Board Ot fiOvamOK 

through its merger with Wcllfleet to today’s . . . 

1 rcfs u if □ Ki 1. •• Contact: Bill Munson 

US$2 billion Bay Neworks. 0g||. 502-851 0 

Borland names new CEO 

Borland International Inc. of Scous Valley. Jan. 21-23 CDRBA Academy 

Calif., has announced the appoininient of (Extreme Programming for 

Delbert Yocam as chairman and CEO. Hard-Core Developers) 

Yocam previously .served as executive San FranciSCO 

vice-president and chief operating officer Individual Fee: US$ $1,395 

from 1986 to 1988 at Apple Computer Inc., ^^Il: (617)433-1830 

and as president of Apple Pacific from 

1988 to 1989. He was president and chief ga„_ 21-23 Comdex/PacHIm '97 
operating officer of Tektronix from 1992 to Vancouver 

1 994. http://www.comdex.com 

"Del brings to Borland the management 

experience that we have been aggressively 27-28 SSflllnan GUI Dsslgn 

seeking to lead the company and accelerate 

Wiili.m Miller, who had been .er.i.g .. ^las 

chairman of the board of directors at htlp://WWW.dciexpo.COm/gui/ 

Borland. "We look forward to utilizing Del's 

successful management experience to Jan. 7-10 Canada liiteniot World '97 
improve Borland’s operations, and in partic- Metro Toronto Convention Centre 

ular, the execution oMts stralesio directions. ^ ^ „„„ 

With three significam product releases c mail iwrnrnn rit^ 

, .... E-mail: iwcprogram@mecklermedia.com 

planned for the nexl six monlhs, Del s expe- 7..T 

rience in product launches will be iinmedi- Fsb. 14-16 Computer Fast '97 

aioly valuable." Automotive Building, Exhibition Place 

Toronto 

Tony Bone joins MTW Solutions Call: (416) 925-4533 

Markham. Ont. -based MTW Solutions 

Online Inc. has uppoinicd Tony Bone lo Ihe (’■b. 16 CompitterFloa Market 

position of national sales manager. Queensway Lions Centre 

He was previously direcior of sales with - ... , 

accounting software firm Q.W. Pago .....V.. 7. 

Associates Inc., also of Markham, and had Apr|| 15.17 0Qf>, Database & 

been with that company for 1 1 years. Clleilt/Servar World 

MTW products an accounting software And Dei'S Data WarehDUSO World 

package called Integrated OITice Toronto 

Accounting. Bone, in his new role, will be (®08) 470-3870 

responsible for building the company's 

reseller program, handling sales and market- May 1-2 ’ ' ITM Board' Ot GoSOTOra " 
ing activities, and overseeing iradeshow and Washington 

demo activities, Contact: Bill Munson 

Call: (905) 602-8510 
lit V k * .r E-mail: bmunson@ltca.ca 


)o you lars an upcoming 
emt you'd likB to see 
'Isted In CeWi Calender? 
E-mail: ccwOlcp.ca. 


hlip/Mvwccwmog 
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THE LAST WORD 



In Search Of The Ideal 100MB+ Floppy Drive 


I would love a solution 
• to the medium-formal 
removable disk wars. 

Asa publisher of 10 
different monthly com- 
puter publications, our five cross-Canada 
offices are expected to keep up with all the 
various media formats out there. This 
month, one of our sales guys requested a 
200MB Syquesi format drive because a 
number of agency clients use this formal 
and were trying to send in ads this way. 

The salesperson was complaining that 
our company was not meeting the basic 
standards offered by an imageseiting ser- 
vice bureau. While I agree that we should 
be able to read these things, there are just so 
many formats kicking around. 

Even our own service bureaus don’t 
support all the fonnats, and we have ended 
up sending over hard drives on occasion. 1 
don't know that it reflects so much on us — 
or even our service bureaus for that matter, 
as on the chaos in the industry around for- 

Should we really need 
to gel one of each of these? 

Zip Drive; Syquesi 44; 

Syquesi 88; Syquest 200; 

Iomega Bernoulis; Magneto 
Optical 128; MO 230; MO 
640; Nomai 540; Jaz 1GB; and LS-120? 

In the early days of desktop publish- 
ing, the Syquest 44 became a de facto sliui- 
dard and you could reliably enter almost 
any service bureau in the country and be 
assured you could get your media read. 

A couple of years ago. I thought that 
MO technology would fill the role of stan- 
dard higher capacity devices. Alas, it was 
not to be, although they have progressed, 
the MO drives have been too expensive and 
not marketed well. Today, with the boom in 
proprietary alternatives, the industry lacks a 
standard. If publishers and service bureaus 
are suffering, then the general public must 
also have a problem. 

Actually the last drive noted on my 
list, the LS-120, which I saw on display 
recently at Comdex in Las Vega.s, looks like 
it had a good chance of Riling the void- It is 
backwardly compatible with 720KB and 
1.44MB floppy disk.s. and offers 80 limes 
the storage of an existing floppy drive. 

In the recent void, Ihe Zip drive.s with 
its low price point, has flourished. But I 


by Doug Alder 
don't like the proprietary nature of ihis unit, 
despite the fact Ihul Epson is also doing a 
version of it now. The single source design 
means that Ihe pricing on the media slays 
aniflcially high- Iomega, with its Zip tech- 
nology. hasn't done its homework in terms 
of making Us product an industry-standard, 
bootable device. The LS-120 seems to be 
much more on track and doing some of the 
right things to establish a new standard. 

Big Names, Big Vision 
A consortium led by Compaq, 3M, OR 
Technology and Matsushita are pushing the 
LS-120. This group claims that both the 
drive and the media will be manufactured 
by a number of vendors, presumably lead- 
ing to competition and a reasonable price 
point for the consumer on the media. 

The acronym LS stands for laser servo 
technology. One of the bonu.ses of the drive 
is that it reads existing 1.44 floppies twice 
as fast. On its own newer media, it draws 
data in at five times the rate of existing 
floppies. It offers transfer rates of up to 
4MB/see. when LS-120 media is used, and 


"The LS-120 looks like it had a good chance of filling the void. 

It is backwardly compatible with 72QKB and 1,44MB floppy disks, 
and offers 80 times the storage of an existing floppy drive," 


the 120MB available on the diskette is not 
compressed. 

If the drive ships in a system, you can 
boot from Ihis drive. But with upgraded 
systems, because the drive uses the 
IDE/ATAPl interface — which cannot be 
connected directly to the floppy cable, you 
may need to keep a separate 3.5-inch flop- 
py drive as an alternative. BIOS vendors 
such as Award and American Megatrends 
are starting to offer support for the drive. 
OS/2, Unix and Macintosh support is all 
promised. 

We should see the drive sell for around 
$300 al retail, and the media for about $25 
per diskette. Recently Compaq Computer 
Corp. announced it will be offering LS-120 
diskette drives to North American users as a 
standard feature in some of its Pentium- 
based Compaq Deskpro models. 

In regards to add-on or internal drive 
packages for computers in addition to 
Compaq, look for O.R. Technology’s 
aidrive which disiribules through Ingram 


How Many Do We Nnad? 

An obvious concern is the capacity to pro- 
duce. Many resellers will recall the difficul- 
ty they had getting their hands on Zip drives 
when those first became hot sellers. 

Malsushita, Ihe primary manufacturer 
of the LS-20 drives, claims to be at volume 
production of the drive now, and will he 
able to ship a half a million drives a month 
by mid-1997. Given that something like 80 
million i.44MB floppies are currently 
shipped each year, this still may not be 
enough to replace ihe floppy, but al this 
point even if all higher-end systems gel the 
drive, I would be happy. 

But I'd be a little more confidenl in 
endorsing this product if this consortium 
had done what Microsoft did to launch its 
Windows CE device, or made a show of it 
like the IR group or Ihe USB bus people 
did. Both these groups rented u booth at 
Comdex to highlight the technology and 
lined up all the participants in a show of 
strength. With the LS-120, it 
was on display in individual 
vendors’ booths, but no con- 
solidated booth was there to 
suggest that it could become 
an industry standard. 

it could at least become a Canadian 
standard if Canadian PC manufacturers 
were to get behind something like this. Still, 
signs of a building critical mass are sug- 
gested by recent developments. 

Burning Slowly 

In the meantime, the most reliable thing we 
have found currently is to bum a CD-ROM, 
with a CDR drive. 

The upside is that everyone has a CD- 
ROM in Iheir computer now. 

The only downside is that burn- 
ing a CDR is very s-l-o-w, CW 


Web sites to visit: 

http://wv,w.compaq.ci 

http://www.mmm.com 

Doug Alder is publisher 
of Canadian Computer 
Wholesaler. He can he 
reached 
puhlisher®lcp. 
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UPER Server^ 

CCW's Award of Technical Excellence 


l^ou're looking for server power this dual 
processing Pentium Pro 200 is a definite 
^ntion grabber, With 1 28 MB of RAM, a fast 
Seagate SCSI HD and a $2,800 video card with 
16MB on board, _ you've got 
■ yourself the ^ makings of a ' 

performer. 



exception. (The Winpac95-DNE system is| 
fast, complete and affordable. The system! 
is comprised of quality components such | 
as a Diamond Stealth video card, 
Western Digital hard drive, an 8x CD-ROM | 
from Toshiba, and NT v4.0, all for a! 
suggested retail price of $3,200). 


Coll us for your nearest COMTEX's Deoler 

COMTFH r^lCRQ SVSTFMS INC. 


Head Office 

#100-13751 Mayfield Pkace 
RIchrrxVKj, British Columbia, 
CanadoV6V2G9 

Tel:(604) 273-8088 
Fax: (604) 278-2818 


Branch Office 
#7-3610 29th Street N.E 
Calgary, Alberta. 
Canoda 71Y5Z7 

Tel: (403) 250-3386 
Fax: (403) 250-6092 


WINplay'” MULTIMEDIA MONITORS 
AND A WORLD OF SAVINGS! 




Whatever application, general 
business, small/home office, or 
just racking up frequent tlyer miles 
on the web, Sceptre's WINplay™ 
series has a monitor to suite your 


WlS^y‘J73S Monitor 

• Reduced, compact casing 

• Smaller footprint 

• Built-in Speakers, Microphone 

• Low radiation 

• Windows® 95 compatible 

• On-screen display 

• High resolution 

• Small dot pilch 

• Energy Star compliant 

• New, user-friendly design 

• 3 year limited warranty 

a ^ -3; 


FREE// 


For more Information call: 

800 - 788-2878 


